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BEHA CITES CASES OF 
VIOLATION OF LAW 


New York Superintendent Criti- 
cizes Agents for Trying to 
Block Progress 


SAYS MISTAKE IS MADE 


Declares That Some Stricter Rules Are 
Needed for Regulating the Acqui- 
sition Cost Provisions 





NEW YORK, Nov. 15—Although he 


| had indicated that he had finished with 


the campaign for the revision of Section 
97 of the New York life insurance laws, 
Superintendent Beha has issued one 
more statement and for the first time 
has cited a long list of specific cases, 
violations of the spirit of the old law, 
which believes warrant immediate 
action. This is apparently a final appeal 
to the agents of the state to modify their 
opposition to the measure, for it was 
issued on the morning of the annual 
meeting of the New York State Asso- 
ciation of Life Underwriters. It is a 
long and urgent summary of the case, 
with an elaborate exhibit of abuses of 
the present law. 


he 


Law May Be Destroyed 


In his message to the agents, Mr. 
Beha points out that there is more than 
one means of destroying a law and that 
blocking amendments tor its improve- 
ment may be as effective as repealing it. 
He cites the agents’ case, which indi- 
cates that they approve some change 
and believe present conditions justify 
certain revisions and yet seems to align 
them with those who believe that no 
legal limitation on acquisition cost 
should be in effect. Mr. Beha says that 
he does not believe that the life com- 
panies would approve such a position, 
which is contrary to the recommenda- 
tions of the Armstrong committee. In 
this present instance, he said the agents 
had indicated that some change was 
necessary, yet they offer no better means 
ot effecting this than that offered by the 
department, at the same time fighting 
that proposal. 


Lists of Violations 


\fter answering the agents’ last public 
letter in detail, Mr. Beha turns to the 
basis for his strenuous campaign for re- 
vision. He says that thus far he had 
retrained from itemizing specific viola- 
tions, out of deference to the companies 
and agents alike and he had believed 
that the presentation of that material in 


confidence to the agents’ committee 
would be sufficient. Now, however, he 
sees this is impossible and he thus 


makes public a long list of such cases, 
though omitting companies, agents and 
individuals from personal mention. 


Four General Heads 


on i, é 2 ; 

these violations fall under four gen- 
eral heads: Payment of salaries for su- 
Pervision of old business which salaries 








STOCK MARKET HAS 
AFFECTED INSURANCE 


PEOPLE ARE SPECULATING 


Many With Small or Moderate Incomes 
Are Playing With the Popular 
Investments 


NEW YORK, Nov. 14.—Company 
officials who are watching the trend of 
the times find that the popularity of 
the stock market has greatly affected 
insurance operations especially in som 
quarters. The people who never played 
the market heretofore have heard so 
much talk about money being made 
that even in a small way they have put 
their funds into speculative stocks. Men 
engaged in the real estate business in 
some parts of the country, bankers who 
watch savings accounts very carefully 
and merchants all claim that the money 
being put into the stock market has 
had a very material effect on the pur- 
chase of insurance. 

Life insurance companies find that 
people have not hesitated to get loans 
on their policies in order to invest in 
stocks. In a number of localities col- 
lections are tight, largely due to the 
fact that the money is being used in 
the stock market. Many assureds are 
holding back in paying their premiums 
because their available funds are tied up. 
Undoubtedly the continued activity in 
the stock market lasting so long a time 
has drawn into it a multitude of people 
who otherwise would have invested their 
money in various conservative enter- 
prises. 


in fact constitute compensation for writ- 
ing new business; expense allowances 
which are in fact compensation for se- 
curing new business; commissions and 
other compensation for securing new 
business in excess of 55 percent of first 
year premiums; and shifting of first vear 
expenses to total expenses, as well as 
instances of modern developments that 
tend to make present expense limita- 
tions inapplicable and meaningless. Mr. 
Beha points out that the proposed 
amendments are not only to correct 
these abuses, but to modify and mod- 
ernize underwriting procedure, though 
the existence of such abuses is cause for 
legislative action without delay. 


Examples of Violations 


As examples of the violations cited, 
which carry the plan beyond legal re- 
striction at present, though abusing the 
principle of the law, 21 cases are cited. 
The joint examination report of one 
branch office company is quoted to in- 
dicate that salaries paid were not paid 
in good faith for supervision, but for 
acquisition of new business. An actuary 
of another company is quoted as admit- 
ting that allowances have been made for 
supervising old business which were in 
effect compensatory inducements. An- 
other company is shown to pay a salary 
both to general agent and agent, in ad- 
dition to commissions. A case which 
showed the difficulties in discovering 
the true status of the agent and his 
salary was that of a New York company 
which paid a salary to a man for super- 
(CONTINUED ON PAGE 28) 





SWINK IS PRESIDENT 
OF ATLANTIC LIFE 


BIG FACTOR 


IN THE SOUTH 


Edmund A. Saunders Becomes Chair- 
man of the Board—Sharp Will 
Head General Agency 


RICHMOND, VA., Nov. 15.—Angus 
O. Swink is to be elected president of 
the Atlantic Life of Richmond to suc- 
ceed Edmund A. Saunders who to 
resign the presidency but remain as 
chairman of the board with certain other 
executive duties. Mr. Saunders has 
been chairman of the board as well as 
president since last February when he 


1S 


succeeded the late Edmund Strudwick. 
Previously he was vice-president and 
treasurer For many years Mr. Swink 


has been general agent for Virginia and 
the District of Columbia with Richmond 
headquarters. Last week, his agency 
was incorporated under the name of the 
Atlantic Agency with maximum author- 
ized capital of $300,000. 


Had to Relinquish Agency 


As president of the company, he could 
not under the law retain an interest in 
the agency. Members of the agency 
force were to be given the privilege of 
buying stock. Horace F. Sharp, asso- 
ciate general agent under Mr. Swink 
for several years, is to be elected presi- 
dent of the incorporated agency, it was 
understood. For some years, the agency 
has been averaging about $1,000,000 a 
month in paid business. Mr. Swink 
himself has been averaging around $1,- 
000,000 a year in personal production. 
He has long been rated as one of the 
outstanding producers of personal busi- 
ness in the south. He organized the 
agency about 18 years ago, adopting as 
his slogan, “honestly, it’s the best pol- 


icy.” Previously he was superintendent 
of agencies for several years for the 
company. 

Is a Large Stockholder 


For some time he has been a large 
stockhelder of the Atlantic Life and is a 
director. It was understood that he 
would not enter actively upon his duties 
as president until the first of the year. 
Mr. Swink is a former president of 
the Richmond Association of Life Un- 
derwriters and has always taken a deep 
interest in its affairs. 

It was rumored recently that there 
was to be a ten-for-one split-up of At- 
lantic Life stock. Company officials, 
however, deny that this is in contem- 
plation. It was indicated that large 
holders of stock have disapproved of 
a split-up at any time within the next 
few years. The officials also deny re- 
ports that the company is planning ex- 
panding into New York territory. 


Mr. Swink’s Career 


Mr. Swink was born in Roanoke 43 
years ago. Early in his career he joined 
the forces of the New York Life there, 
becoming agency cashier. In 1906 he 
came with the Atlantic as cashier. From 
this post he rose to be assistant secre- 
tary and superintendent of agents. In 
January, 1909, he became manager of 
the Virginia agency when the company’s 
(CONTINUED ON PAGE 28) 








BEHA CONNECTS WITH 
THE GERMANIC TRUST 


New York Insurance Superin- 
tendent Goes with a Strong 
Financial Group 


CONCERN TO BRANCH OUT 


Is Promoting a Fire Company and in 
All Likelihood Will Establish a 
Life Institution 





NEW YORK, Nov. 14.—Speculation 
as to the future plans of James A. Beha, 
of of New 
York, which has been rife since he an- 
nounced at the held annual 
meeting of the International Association 
of Casualty & Surety Underwriters at 


superintendent insurance 


recently 





BEHA 
Joins International Germanic Trust 


JAMES A. 


White Sulphur Springs, his intention to 
withdraw from public office, was set at 
when it became definitely known 
that he associated with the 
interests controlling the International 
Germanic Trust Company and related 
enterprises. The interests have been 
conducting a banking business here for 
several years and have ambitious plans 
for future development, for the carrying 
out of which apparently they have un- 
limited funds. 


rest 


would be 


Promoting Germanic Fire 


One of the associate enterprises is 
the newly formed Germanic Fire of 
which Norman T. Robertson has been 
selected president and general manager, 
and with which Mr. Beha will likely be 
associated as a director, and possibly 
chairman of its executive committee. A 
further report has it that a life com- 
pany will be launched ‘later on to 
(CONTINUED ON PAGE 28) 
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CEDAR RAPIDS LIFE’S 
AGENCY CONVENTION 


—_—_— 


ROCKWELL CHIEF SPEAKER 





Well Known Instructor Gives Some 
Excellent Suggestions to the 
Men in the Field 





The Cedar Rapids Life held its 
annual agency meeting in its home 
city last Friday with Vice-president 
Jay G. Sigmund presiding at the busi- 
ness sessions. Secretary C. B. Svoboda 
had charge of .the entertainment fea- 
tures and a number of the convention 
details. He presided at the banquet in 
the evening. ‘Col. C. B. Robbins, pres- 
ident of the company, who is assistant 
secretary of war, was detained in the 
east on official duty and could not be 
present although he sent a telegram of 
greetings. The entire body responded 
to Colonel Robbins expressing its loy- 
alty and good wishes. 


Mayor Extended Welcome 


Mayor J. F. Rall of Cedar Rapids, 
who holds policy No. 12 of the Cedar 
Rapids Life, gave the welcome. There 
were two speakers during the business 
scssions, Dr. Charles J. Rockwell, head 
of the Rockwell School of Life Insur- 
ance and editor of the “Insurance 
Salesman,” and C. M. Cartwright of 
Tue NATIONAL UNDERWRITER. Mr. Rock- 
well occupied all the afternoon session 
and the major part of the morning 
session. Mr. Cartwright spoke at the 
morning session and also at the lunch- 
eon at noon. Dr. Rockwell pursued as 
his general theme the processes of 
salesmanship, stating that salesmanship 
is not merely persuasion. The sales- 
man, he said, is always thought of in 
terms of income while officers of com- 
panies are thought of in terms of 
expense, 

Need for Progress 
He said that when a life insurance 


man is simply satisfied with the knowl- 
edge that his production equals that of 


last year he is slipping. It is only 
through gain and progress that he 
makes an advance. An accumulated 


series of gains and good will gives the 
salesman a greater momentum. He de- 
clared that the life insurance producer 
should ‘have the conquering instinct. 
That is, he should be determined to get 
somewhere. 

In giving advice as to keeping in 
touch with times Dr. Rockwell said 
that life insurance should be sold for 
definite needs. However, life is a 
changing panorama and those needs 
satished may not arise again. There- 
for, the life insurance man should be 
in such contact with his customers that 
he will learn of the changing needs 
and adjust his life insurance program 
accordingly. 


Believes in Numbers 


Dr. Rockwell ‘advised writing as 
many applications, as possible and get- 
ting as many people on the books as 
possible. He said that a _ business 
founded on numbers is stable. He ad- 
vised extending the gospel of life in- 
surance through one’s policyholders to 
others. There is no reason why one’s 
policyholders should not work for him 
if the agent himself has the confidence 
of his clients and has given them sat- 
isfactory service. He urged agents to 
widen their circle of acquaintances and 
contacts. He believes in sending out 
to selected lists of names well pre- 
pared and attractive letters and liter- 
ature that will serve as an introduction 
and leave a good impression. Tunis cuts 
down the time that is spert on one 
man. 

Confidence an Essential Factor 


“Every life insurance proposal,” Dr. 
Rockwell said, “should fit one’s scheme 
of life. The life agent should be so well 
grounded in his work that the prospect 








ROYAL UNION LIFE 
GETS PAT ON BACK 
EXAMINATION IS COMPLETED 
Five States Have Issued a Joint Report 
Showing Company to Be in 
Fine Shape 





The Insurance Commissioners Con- 
vention ordered an examination of the 
Royal Union Life and the departments 
have issued the report, it having been 
participated in by Iowa, Missouri, South 
Dakota, Kansas and District of Colum- 
bia. The financial statement as of Oct. 
1 shows premium income for nine 
months $3,290,705; total income $4,541,- 
008; total disbursements $2,991,511; 
assets $26,878,121; capital $250,000; net 
surplus $500,000; contingency reserve 
$235,246. 

The examiners state that since the 
previous examination new investments 
in mortgage loans have been almost 
entirely confined to city property, bring- 
ing a diversification in the mortgage 
loan account. The loans on farm prop- 
erties amount to $8,655,417 and on city 
$2,448,012. Mortgage loans in process 
of foreclosure amount to $939,221. Deeds 
covering 115 parcels of real estate hav- 
ing a book value of $2,558,754 are on 
deposit with the Iowa department. The 
policy loans amount to $4,488,515, and 
bonds $7,030,295. 

Policy as to Dividends 


The examiners stated that at the time 
the Royal Union Mutual Life was taken 
over by the Royal Union Life, there 
were no accumulations to the credit of 
deferred dividend policies. The present 
management began annually to set 
apart, apportion and provisionally as- 
certain and hold for deferred dividend 
policies credits based on the same scaie 
as that used in determining dividends 
payable on annual dividend policies. The 
company in its effort to reduce the net 
cost to participating policyholders has 
for the past three years been applying 
surplus arising from its nonparticipating 
business to the payment of dividends 
on participating policies. Last year it 
made an increase in its dividend scale. 
The examiners found that commissions 
paid agents are generally uniform and 
conservative. The report states that a 
marked reduction has been made in both 
home office and branch office overhead 
expense. Agency balances are held to 
a minimum. It is the opinion of the 
examiners that the company is ably and 
conservatively managed. 


recognizes him as a master.” He said 
that one’s confidence is always gained 
when a man deals with an expert. 
“Confidence,” he said, “rests on knowl- 
edge and experience.” Dr. Rockwell 
urged the agents to become partners of 
their prospects and be so closely asso- 
ciated that they may place themselves 
in their prospects’ position and there- 
fore map out their insurance program 
accordingly. He urged frequent social 
contacts. He means by this not solicit- 
ing a man for insurance frequently but 
letting him know that the agent has an 
interest in him. 

He believes in an agent taking advan- 
tage of every possible occasion to show 
his friendship for his clients. When one 
becomes better acquainted with people 
he learns more about them, he under- 
stands their problems, ascertains what 
they want and therefore is in a better 
position to prescribe. He said that an 
agent should widen his acquaintance 
with successful men and those who can 
afford to pay for insurance. In every 
problem, Dr. Rockwell said, there is a 
human equation and that is very inter- 
esting for the life insurance man to 
know. “Life agents,” he said, “should 
be quick to respond to new suggestions 
and keep abreast with the times.” 

When an agent writes to his home 





office, “I will do the best I can for you,” 


MORTALITY RATE IS 
SHOWING IMPROVEMENT 


GOOD YEAR’S RECORD IS SEEN 
Metropolitan Life Statistics Indicate 
That 1928 Experience Will Be 


Among Best 


According to the report of the Metro- 


politan Life for the first three quarters [ 


of the year, 1928 now bids fair to stand 
out as one of the three best years on 
record from a mortality standpoint. Its 
figures on 18,500,000 persons in this 
country and Canada show that, despite 
the unfavorable conditions of late spring 
and summer, the year’s total is such that 
only two years have previously bettered 
it, these being 1927 and 1921. This re- 
port, for many years an excellent reflec- 
tion of general mortality experience, 
shows a nine months’ death rate of only 
8.3 per 1,000 white lives, compared with 
8.2 which was reported for the first nine 
months of both 1921 and 1927. As for 
negro risks, the nine months just past 
showed 15.5 per 1,000, one of the most 
favorable mortality figures ever shown 
for this group. 

The year opened well and the first 
quarter indicated that 1928 would show 
a marked improvement over the record 
1927 mortality. But in the second quar- 
ter influenza and a few other diseases 
to a lesser degree made an inroad, and 
the gains for the year were quickly lost. 
This turn for the worse continued 
through the summer, August showing 
one of the highest death rates recorded 
for that month in many years. In Sep- 
tember, however, there was marked im- 
provement, the death rate of 7.7 com- 
paring with 8.1 in 1927 and 8.3 in 1926. 
As several of the troublesome items of 
recent years have shown an improve- 
ment in recent months, it is now hoped 
that an abatement of influenza will 
enable the business to end the year with 
a mortality experience comparable with 
the 1927 record, if not improved. 


Tuberculosis Declining 


Tuberculosis continues its remarkable 
improvement, a new low death rate be- 
ing reported both in September and in 
the nine months’ total, with assurance 
now that 1928 will show a new low mark 
in this item. The 1928 rate to date is 
72.1 per 100,000, which is nearly 7 per- 
cent below last year’s record, 13.7 per- 
cent better than in 1926 and 42.3 better 
than 1920. Maternity deaths reached a 
new low mark, as did typhoid fever. 
With the exception of measles, which 
itself was below the average, all com- 
municable diseases of childhood showed 
an improvement. Even accidents and 
homicides, which started the year in 
continuation of the upward trend, show 
a decrease for the three quarters. Influ- 
enza and pneumonia showed an increase 
over last year, but even their totals were 
not more than average. Cancer and dia- 
betes continued to show increases, as did 
cardiac diseases. Alcoholism stands 
about the same, slightly below 1927. 
While alcoholism is still considerably 
below the mark shown prior to 1918, it 
has shown a persistent upward trend in 
recent years. 








in answer to an appeal, Dr. Rockwell 
said he would class him as a “business 
bum.” He is going somewhere but does 
not know where. He said that an agent 
wants to be definite in what he promises. 
He should have a concrete scheme in 
his mind, a real program, and he should 
follow it. An agent must be organized. 
He should know the men in his com- 
munity, their personal business and oc- 
cupational needs. He should know the 
buying capacity of people. 


The home office agency of the Lincoln 
National Life at Fort Wayne has won 
permanent possession of the Archer F. 
Hall plaque by leading in the Hall 
month contest three times in succession. 





OHIO LEADS STATES 
FOR EQUITABLE OF low, 


BELKNAP IS LEADING AGEN 





Some Interesting Figures Are Given x 
to the Production During the 
Last Month 





The paid-for business of the Equital 
Life of Iowa for October amounted , 
$7,514,561. Ohio took state producti 
honors with $1,171,352. Other leader 
for the month were: Pennsylvania, g. 
006,330; Iowa, $1,005,479; Illinois, $99). 
060; and California, $576,500. 

Iowa is leading in state producti 
honors for the year to date with a toy 
of $11,541,219. Other leaders for th 
year are: Pennsylvania, $10,388,410; [jj. 
nois, $9,671,315; Ohio, $9,343,795: an 
New York, $5,347,040. 

Leading Agents 


J. G. Belknap of the Columbus-Dx:. 
ton agency led all agents during Octo. 
ber with a paid-for production of $11. 
100. $103,000 of this amount was wri. 
ten upon the lives of old policyholden 
giving him the lead in business frop 
that source for the month. Mr. Belkn 
is one of the company’s leaders in per. 


sonal production for the year. On No 
1 he had produced $312,980. 
F. A. Smiley of the Kansas (i 


agency took second honors among thy 
leaders with $102,000 of paid-for bus 
ness. Other leaders were: F. W. Hines 

Chicago, $80,000; J. F. Higgins, Nev 
York City, $75,000: T. R. Schoonmaker 
New York City, $63,000. 

; The Los Angeles avency led all ager. 
cies during October with a production of 
$513,500. The New York City agenc 
which is the most persistent winner « 
agency monthly leadership won seconé 
place during October with a paid-for to. 
tal of $371,098. Other leading agence 
for the month were: Columbus-Davton 
Ohio, $329,520; Kansas City, Mo., $263- 
583; and Harrisburg, Pa., $261,000. 

During October $2,845,916 of the total 
paid-for business of the Equitable Lik 
of Iowa was written upon the lives of 
policyholders. This was 37.8 percent oi 
all business paid for during the month 
The percentage of business from policy- 
holders for the year to date is 36 percent 





UNUSUAL RECORD IN MAKING 





Johnson & Higgins Life Department 
Writes Big Total for Prudential, 
Home of New York 


NEW YORK, Nov. 15.—Evidence 
the remarkable progress made by th 
life insurance department of Johnson & 
Higgins in New York since it wa 
opened the first of this year by Geral 
A. Eubank may be seen in the reports 
of the two companies for which thi: 
department is general agent, the Prv- 
dential and the Home Life of New 
York. It is recalled that in June th 
Johnson & Higgins office led the entire 
field organization of the Prudential 
The record for the year to Oct. 1 
shows this office second among all th 
ordinary general agencies of the Pru- 
dential. In addition, the October re- 
port of the Home Life shows Johnso! 
& Higgins first among all its general 
agencies in permium total, the basis 0! 
which that company compares its me® 

Not only have these two companies 
received these huge amounts, but sur 
plus lines written through the Johnso! 
& Higgins office have fed business into 
11 other companies. Thus, though ¢- 
viding its regular business between two 
companies and accounting for some i 
surplus lines, this office stands among 
the leaders of both companies. Mr 
Eubank, general manager for the life 
department throughout the country. a" 
nounces that further expansion will be 
made very soon. A branch office is t° 
be opened in Boston as the first ste? 
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OF CONVENTION NAMED 
American Life Body Has New 
* Plans for Having Presidents’ 
Assistants Serve 
)cLOSER CONTACT SEEN 
7 
- Many Men on New Roster Have Been 





Reelected Following Previous 
Service 





Clarence L. Ayres, president of the 
American Life of Detroit, and president 


Life Convention, has 


of the American 
anounced the list of state vice-presidents 
of the American Life as 
selected by the member companies in 


Convention 


the several states. 

In many states the old vice-presidents 
were reelected, but in others new names 
apear on the official roster. 

Work More Important 


During the administration of President 
Ayres the state vice-presidents’ work 
will be somewhat more important than 
heretofore, as the men will be called on 
to assume some of the work of the presi- 
dent in their respective localities. All 
will be depended on to keep in close 
touch with legislative matters and other 
problems of interest to life insurance 
generally and especially to members of 
the American Life Convention. 

The complete list of vice-presidents as 
announced by President Ayres and Sec- 
retary and General Counsel Claris Adams 
is as follows: 


Alabama—Sam F. Clabaugh, president 
Protective Life, Birmingham. 
Arkansas—J. H. Thach, vice-president 


Home Life, Fordyce. 
California—J. Roy 
California State Life, 
Colorado—James C. 
American Life, Denver. 
Connecticut—William BroSmith, vice- 
president and general counsel the Trav- 


Kruse, president 
Sacramento. 
Burger, president 


elers, Hartford. 
District of Columbia—William Mont- 
g£omery, president Acacia Mutual Life, 


Washington. 


Iinois—Henry Abels, vice-president 
Franklin Life, Springfield. 
Indiana—Dr. H. F. Sharrer, president 


Northern States Life, Hammond. 
lowa—Gerard S. Nollen, president 
Bankers Life, Des Moines. 
Kansas—E. E. Sallee, secretary-treas- 
urer Bank Savings Life, Topeka. 
Kentucky—I. Smith Homans, vice- 
president and actuary Commonwealth 
Life, Louisville. 
Louisiana—Crawford H. Ellis, presi- 
dent Pan-American Life, New Orleans. 
Maryland—Joshua N. Warfield, presi- 
} dent Eureka-Maryland Assurance, Balti- 
3 more, 
Michigan—N. P. 
Life, Lansing. 


Hull, president Grange 











| Minnesota—E. W. Randall, president 
: Minnesota Mutual Life, St. Paul. 
3 Mixsissippi—C. W. Welty, vice-presi- 


dent Lamar Life, Jackson. 

Missouri—W. T. Grant, president Busi- 
hess Men's Assurance, Kansas City. 

Montana—H. R. Cunningham, president 
Montana Life, Helena. 

Nebraska—H. S. Wilson, president 
Bankers Life, Lincoln. 


New Hampshire—Robert J. Merrill, 
vice-president United Life & Accident, 
Concord. 

New York—Lawrence Cathles, presi- 
dent North American Reassurance, New 
York City. 

Nerth Carolina—L. IL. McAlister, as- 
Sistant treasurer Pilot Life, Greensboro 

Nerth Dakota—F. L. Conklin, secre- 


tary Provident Life, Bismarck. 

_ Ohio—John M. Sarver, president 

State Life, Columbus. 
Oklahoma—Edwin Starkey, vice-presi- 

dent Mid-Continent Life, Oklahoma City. 
Oregon—C. S. Samuel, general mana- 

fer Oregon Life, Portland. 
Pennsylvanin—H. G. Scott, vice-presi- 


Ohio 





dent Reliance Life, Pittsburgh. 


“ATE VICE-PRESIDENTS — 


AGENCY ORGANIZATION 
HOLDING ITS MEETING 


TWO DAYS OF CONVENTION 


Continental Assurance of Chicago Field 
Forces Have an Inspiring Program 
of Addresses 


The One-Two-O Club of the Con- 
tinental Assurance of Chicago is hold- 
ing its annual convention this week in 
Chicago. On Thursday morning the 
General Agents & Managers Association 
held its meeting. John Cronin is pres- 
ident; J. P. Leatherman is vice-president. 
Starting Thursday afternoon the agency 
club had its meeting. President H. A. 
Behrens of the company gave the wel- 
come J. A. Mudd, president of the 
agency club, presided. R. M. Brown, 
actuary; Roy L, Davis, educational di- 
rector, and Dr. H. W. Dingman, med- 
ical director, spoke Thursday afternoon. 
Two business will be held on 
Friday and in the evening will be the 


sessions 


banquet with Mr. Behrens as _ toast- 
master. The new officers of the Gen- 
eral Agents & Managers Association 
will be elected Saturday 





Carried $512,000 Life Insurance 


William C. Corbin, president of the 
Real Silk Hosiery Mills of Indianapolis, 
who died of acute toxemia at the age 
of 34, carried $512,000 of life insurance, 


of which $150,000 was business insur- 
ance for his -company. The insurance 
was placed with the following com- 


panies: Northwestern Mutual, $200,000; 
Union Central, $175,000; Massachusetts 
Mutual, $100,000; Mutual Benefit, $25,- 
000: Prudential, $10,000; Equitable Life 
of New York, $2,000. 





South Carolina—C. O. Milford, presi- 
dent Southeastern Life, Greenville. 

Seuth Dakota—F. L. Bramble, secre- 
tary Midland National Life, Watertown 

Tennessee—C. A. Craig, president Na- 
tional Life & Accident, Nashville. 

Texas—E. G. Brown, actuary South- 
western Life, Dallas. 

Utah—Ephraim T. Ralphs, president 
Beneficial Life, Salt Lake City. 

Virginia—E. Lee Trinkle, vice-presi- 
dent Shenandoah Life, Roanoke. 


Washington—Arthur P. Johnson, vice- 
president Northern Life, Seattle. 


West Virginia—Harrison B. Smith, 


president G,eorge Washington Life 
Charleston. 
Wisconsin—George A. Boissard, presi- 


dent National Guardian Life, Madison. 
Ontario—T. G. McConkey, general man- 
ager Canada Life, Toronto. 





HUGH D. HART 
Vice-President Penn Mutual 





TWO PHILADELPHIANS SPEAK TO 
NEW YORK LIFE UNDERWRITERS 


LIFE INSURANCE EDITION 


EDITOR H. H. LOVELL 
IS CITED FOR CONTEMPT 


OMAHA MAN IN HOT PLACE 


Nebraska Supreme Court Objects to 
Observations of the Writer in 
“Insurance Forum” 


LINCOLN, NEB., Nov. 14.—Henry 
H. Lovell, publisher of the monthly “In- 
surance Forum” at Omaha, has been cited 
by the state supreme court to appear 
Nov. 19 and answer a charge of con- 
temptuous and insolent behavior in that 
{n his September issue he printed an ed- 
itorial that “intentionally, illegally and 
unlawfully tends to obstruct the pro- 
ceedings of the court and the administra- 
tion of justice.” The charge was filed 
by the attorney general at the request 
of the chief justice. 

Mr. Lovell’s alleged offense consists 
of having commented, in an objection- 
able way, upon a case now in the hands 
of the court, that of the appeal of the 
Woodmen of the World and Globe Life 
from a district court order for a dis- 
association of the two in a business and 
financial way. 

The article said that a serious situa- 
tion had arisen, built up around gossip 
that a man not known as a philanthro- 
pist was offering to bet that the supreme 
court would reverse the decision, giving 
as a reason that interests friendly to the 
“gang” were influential, and that it was 
time the court should be defended. Mr 
Lovell then proceeded with what the 
court looks upon as a mock defense, in 
which he expressed his disbelief that 
Judge Thompson would be influenced 
in the slightest degree by the fact that 
his had been temporarily or other- 
wise employed by a supporter of Mr 
W. A. Fraser or that “Judge Goss would 
be affected be affected by the gestures of 
Mr. Bradshaw towards the social ad- 
vancement of his daughter,” or that 
Judge Howell is under any obligations 
to any interest favorable to Mr. Fraser 
that would warrant a fear that he would 
be influenced in their favor.” 

It wound up with a statement that no 
better move to firmly establish the in- 
tegrity of the court could be made than 
to decide the before election. 


son 


cases 


Commissioner Daugherty Out 


The services of J. P. Daugherty, 
British Columbia superintendent of in- 
surance, have been terminated following 
a change of provincial government. 
Economy is the reason assigned for the 
termination. 








BRAGG 
Agent Union Central 


JAMES ELTON 


General 





MEDICO ACTUARIAL 
WORK IS UNDER WAY 


Huge New Investigation Started 
by Actuaries and Medical 
Directors 


ARTHUR HUNTER AT HEAD 


Will Bring Mortality Findings on Im- 
paired Risks and Occupational 
Hazards Up to Date 


NEW YORK, Nov. 15 
actuarial 
under 


One of the 
undertakings 


the 


most important 


in many years is now way, 


new medico-actuarial investigation be- 
ing launched this week by a joint com- 
of the Society of 

and the Life 
Insurance Medical Directors, under the 
direction of Arthur Hunter as chairman. 
This to the old 


mortality statistics on occupational and 


mittee Actuarial 


America of 


Association 


investigation replace 


impaired risks and bring it up to date 
will be of vital importance to the busi- 
ness, as it will furnish definite experi- 
ence upon which to base modern under- 
writing, settling many puzzling ques- 
tions now before life companies as the 
outgrowth of the past decade. Also, 
recent years have shown the old tables 
to be lacking in certain phases and the 
new work will round out these weaker 
links and offer a much more complete 
basis for studying company mortality. 


Hunter Is Chairman 


The new investigation committee was 
authorized by the two associations this 
year. The actuaries approved the pro- 
ject at their May meeting and the med- 
ical directors agreed to the plans at their 
annual meeting last month. Both named 
members on the joint committee and 
Arthur Hunter, vice-president and actu- 
arv of the New York Life, has been 
named chairman of the group. Mr. Hun- 
ter was a member of the former joint 
committee which presented the former 
medico-actuarial report and since that 
time has been the most active figure in 
the study of impaired risks and occu- 
pational and territorial hazards. Some 
report of this nature has come from his 


pen practically every year. Not only 
has he presented detailed accounts of 
his studies in this connection, but he 


has frequently presented papers on the 
methods of preparing such material. In 
the localized reports, he has frequently 
combined with Dr. Oscar H. Rogers, 
medical director of the New York Life, 
in studving impaired risks from the joint 
actuarial and medical viewpoint Dr 
Rogers also was a member of the former 
joint committee which made the 
inal medico-actuarial report and he also 
is a member of this new committee 


orig- 


All Outstanding Men 


Several members of the original com 
mittee which reported its findings back 
in 1915 are found on this new committee, 
that in more ways than one, it will 
be a continuance of the former efforts. 
Three of the medical directors and three 


so 


of the actuaries on the new committee 
of 15 were on the old committee of 
eight, A. A. Welch and Dr. Brandreth 
Symonds being the only two of that 
former committee who are not in the 
hew group 

The committee which is now begin- 
ning its gigantic investigation consists 
of the following: Arthur Hunter, New 


York Life, chairman; Dr. E. W. Dwight, 
New England Mutual; Dr. William 
Muhlberg. Union Central; Dr. Oscar H, 


Rogers, New York Life: Dr. H. Craw- 
ford Scadding, Canada Life; Dr Harry 
Toulmin, Penn Mutual; Dr. T. H. Wil- 


lard, Metropolitan; Dr. J. A. Patton, 
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Can You 
Help Me 


Train Myself’ 


THAT IS A BIG QUESTION IN 
THE MIND OF THE NOVICE 
AT LIFE INSURANCE SELL- 
ING. HE IS BEWILDERED BY 
THE MASS OF DETAILS WHICH 
MUST BE MASTERED; HE 
FEARS FOR HIS SUCCESS, IF 
DEPENDENT ON HIS OWN IN- 
GENUITY WHILE INFORMING 
HIMSELF ABOUT HIS NEW 
WORK. WHAT HE WANTS 
AND DESERVES IS EXPERT 
SCHOOLING IN THE FUNDA- 
MENTALS OF LIFE INSUR- 
ANCE. 


American Central Representatives 
Receive Special Training 


in Selling 


EVERY NEW FIELDMAN IS 
OFFERED A TEN-WEEK 
COURSE OF INSTRUCTION 
DESIGNED TO GIVE HIM A 
PRACTICAL, WORKING 
KNOWLEDGE OF THE COM- 
PANY’S RULES AND RATES, 
POLICY FORMS, AND SALES 
PRINCIPLES. THUS HE 
LEARNS IN A FEW WEEKS 
WHAT THE AVERAGE SALES- 
MAN LEARNS IN FROM SIX 
MONTHS TO A YEAR. 


(Just one of the many reasons why American Central 
representatives are happy and successful.) 


ESTAB FLISHEL 


Al fERIC 























Prudential, a member ex-officio as 
president of the Medical Directors’ As- 
sociation; John K. Gore, vice-president 
and actuary Prudential; Robert Hender- 
son, vice-president and actuary, Equit- 
able Life of New York; William A. 
Hutcheson, vice-president and actuary, 
Mutual Life of New York; Henry Moir, 
president, United States Life; Edward E. 
Rhodes, vice-president and actuary, Mu- 
tual Benefit Life; Arthur B. Wood, vice- 
president and actuary, Sun Life of Can- 
ada; and J. D. Craig, vice-president and 
actuary of the Metropolitan Life, mem- 
ber ex-officio as president of the 
Actuarial Society of America. 

All of these men were either members 
of the former committee or since that 
time have become eminent in the study 
of impaired risks. Dr. Dwight, Dr. 
Rogers, Dr. Toulmin, Mr. Gore, Mr. 
Rhodes and Mr. Hunter were on the old 
committee and the others are all known 
throughout the country for their stud 
ies on this subject. This committee 
brings together the keenest minds of the 
business, trained in particular for the 
study of substandard business. They 
have the broad background of the past 
quarter century and also the detailed 
picture cf modern conditions and their 
effect on underwriting. 


Big Policies Up 


Many new subjects will doubtless be 
introduced in the new investigation, in 
conformity with the new underwriting 
conditions encountered in all offices. 
While the agenda has not yet been 
worked out, it is probable that big policy 
underwriting, one of the most trouble- 
some questions of today and yet one 
without a trace of dependable statistics 
as a basis, will be included. The old 
Medico-Actuarial investigation did not 
touch on this and the only experience 
available is the brief reference in the 
1918 report of the American-Canadian 
Mortality Investigation, covering the ex- 
perience prior to 1915. Every under- 
writing office now knows that big 
policies constitute a big problem and yet 
they have no general experience upon 
which to base their underwriting rules. 
The detailed study of occupational and 
medically impaired risks will bring this 
out, if segregation is made by policy 
size, as is very likely. The actuarial 
portion of the joint committee includes at 
least three who have devoted much time 
to the special study of this matter. 


Many New Problems 


Other considerations that may be in- 
cluded are non-medical business, salary- 
savings business, alcoholism, cancer his- 
tory, industrial trends, modern reactions 
of office executives and countless other 
problems that have come to the fore in 
recent years. The extent to which the 
investigation will go may be seen by 
reference to the old five volume report, 
for the new work will probably be even 
more extensive than that. The old 
Medico-Actuarial investigation was a 
five year study, finally reported in 1915 
and contributing invaluable information 
to the country and world. It was the 
combined experience of 43 companies 
and the first authentic report on general 
experience since the opening of the era 
of life insurance which followed the 1905 
investigation. At that time, the insur- 
ance comissioners throughout the coun- 
try had asked for the construction of a 
new mortality table, to conform to new 
mortality trends which had made the old 
American Experience table somewhat 
cut of date even at that time. This 
Medico-Actuarial investigation, however, 
was not an actuarial table of the nature 
fitted for constructing a mortality table, 
being a record of mortality experience 
for comparison of individual experience 
with general. Thus, in 1915, at the 
conclusion of this report, the companies 
decided to effect a new investigation, 
available for the construction of a mor- 
tality table and the American-Canadian 
Mortality Investigation was undertaken, 
to cover the experience between 1900 
and 1915 on business issued between 
1843 and 1914. This was pwblished in 
1918 and was the basis of the new 


tigation, no extensive general investig: 
tion has been undertaken until this tin, 


Will Be Gigantic Work 


The old Medico-Actuarial report jp. 
cluded 68 grouns involving occupation; 
hazards and 76 groups involving med. 
cally impaired risks. Others dealt wit 
women, colored risks, joint life, long. 
evity and such problems, these in tot, 
constituting only a few. The new jp. 
vestigation which will be undertake 
will doubtless add to these groups, x 
the refinement in present day under. 
writing calls for even greater attention 
to history and occupation. The exper. 
ence for the first time will be brough; 
up to date and past the war period 
which is of vital importance to the busi. 
ness. Except for annual reports and ir 
cidental general investigations which 
have not resulted in statistical reports 





ARTHUR HUNTER 
Vice-President New York Life 


such as that on disability and that on 
group, there has been no authoritative 
statistical work since the war. Under- 
writing has seen so many remarkable 
developments in the past decade that 
the findings of this joint committee 
should be of vital importance. 


Dunham Sure of Reappointment 


HARTFORD, CONN., Nov. 15.—In- 
asmuch as Governor Trumbull and 
practically the whole Republican state 
ticket were reelected in this state, the 
reappointment of Col. Howard P. Dun- 
ham as insurance commissioner is a 
foregone conclusion. Colonel Dunham’s 
term will expire in January. He has 
served the state in the most satisfactory 
way and is regarded as one of the strong 
pillars of Republicanism in Connecticut. 
He is a close friend of Governor Trum- 
bull. Colonel Dunham is second vice- 
president of the National Convention of 
Insurance Commissioners. 


Home Life Convention Plans 


Atlantic City, N. J., will be the meet- 
ing place for the next annual meeting 
of the general agents and —— pro- 
ducers of the Home Life of New York, 
the Hotel Traymore to be the conven- 
tion headquarters. The General Agents 
Association will meet May 28-29 and the 
“honor roll” convention of leading 
producers will be held the following two 
days, giving the convention a four-day 
session, May 28-31. This is somewhat 
later in the season than formerly held, 
the meeting last year being in New 
York in January, but a record conven- 
tion is planned, to celebrate a record 
year of expansion under the companys 
new program. 


Advertising Conference Date 


The annual meeting of the Insurance 
Advertising Conference will be held 
Cleveland Oct. 6-8. During that time 
the Direct Mail Advertising Association 





American Men table. Since that inves- 


will hold its meeting. 
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November 16, 1928 
NOTABLE SALES TALKS _ 
~~ GIVEN IN NEW YORK 








Hugh D. Hart and James Elton 
Bragg Speak to Life Under- 
writers 


NEED FOR IMAGINATION 





Salesmen Should Provide Insurance for 
the Specific Needs of Those Pur- 
chasing Protection 


NEW YORK, Nov. D. 
Hart, agency vice-president of the Penn 
Mutual Life, speaking before the New 
York Association of Life Underwriters, 
recommended the revival of the use of 
imagination in selling, to properly fit 
life insurance into the modern business 
structure. Mr. Hart said that 
is undergoing a modernizing 
and an “efficientizing” 
about to gird for a grapple with others 
for its share of the nation’s income. Life 
insurance, he believes, can well adapt 
itself to this program by returning in a 
degree to the old order and readapting 
that type of salesmanship long since 
abandoned, the use of imagination. 


15—Hugh 


business 
process 


process and is 


Purpose of Life Insurance 


Mr. Hart pointed out that life insur- 
ance is not entering the battle in the 
same spirit as other classes of business, 
tor which they desire merely to increase 
their share of the nation’s expenditures. 
Life insurance desires to persuade the 
American people to spend an adequate 
portion of its income in this great serv- 
ice and protection. He said that if life 
insurance is to hold its own in the bat- 
tle of the future which is seen by all 
economists, it must organize down to 
the ultimate degree, as to present 
throughout capable and organized body 
to compete on this field of battle. This 
is up to the individual and merely comes 
to a development of better sales meth- 
ods. Each agent should so organize the 
selling process so that no card in his 
hand is overlooked. 

School of Salesmanship Criticized 


so 


Particular criticism was made of the 
school of salesmanship which has grown 
up, teaching that there is but one sound 
selling process, the factual method, 
which rests entirely on the power of cold 
facts. He said that cold facts alone are 
powerless. Mr. Hart pointed out that 
there will never be evolved as sound a 
method of selling as through marshall- 
ing intelligent and forceful array of cold 
facts, but the danger today is in con- 
cluding that there is no other way and 
thus presenting only the cold, material 
picture, 

Other Methods Suggested 


He said there are other methods. 
many of them. Among these are such 
plans as logical reasoning, price selling, 
sentimental appeal to the emotions, tes- 
timonial or “oats” selling and the proper 
use of influences. But he pointed to the 
use of the imagination as the most 
important. Of all the methods, this is 
in greatest disuse and yet it can con- 
tribute more to sales work than any 
other, 

Abused in Earlier Years 


Mr. Hart said it was in disuse largely 
because of abuse in the early days of 
the business. The pioneers often per- 
verted the use of imagination and 
Drought it into disrepute. It has often 
been thought that men of imagination 
are not practical. Mr. Hart denied this 
latter, saying that the intelligent use of 
the imagination is wholly practical. He 
Said that this old method should be re- 
developed. Agents should banish their 








LIFE INSURANCE 


prejudices and readopt it as one of the 
cardinal process in selling. 
Cites “Saturday Evening Post” 


To indicate that it is returning into 
yogue, even in the hard business world, 
he cited the current week's advertising 
in the “Saturday Evening Post,” the 
criterion of modern advertising, in 
which practically 40 percent of the ad- 
vertisements were based on an appeal 
to imagination and not to facts, reason, 
testimonial or price. As a further illus- 
tration of how it applies both to the 
prospect and to the agent, he told of 
the new development in the Penn Mu- 
tual organization of “Keewappa” clubs. 
This started by his considering the old 
App-a-Week club, which seemed totally 
cold and uninteresting. 


Gave New Imaginative Name 


By selling that backward, it gave the 
new imaginative name, which research 
found to mean, “Thou, White Man,” in 
the tongue of the old Algonquin tribe. 
This new view of it rearoused interest 
in the plan among the agents, just as 
the use of imagination does among the 
prospects. Mr. Hart cited three out- 
standing. cases from history also, where 
imagination was used to sell on a large 


scale where factual selling would have 
failed. 
James Elton Bragg Speke 
More extensive selling for specific 


needs was urged by James Elton Bragg, 
Philadelphia general agent for the Union 
Central Life, in his talk before the New 
York Association of Life Underwriters. 
He said that there are four main prob- 


lems in selling, how to sell more new 
business, how to secure or become a 
better tvpe of agent, how to reduce 


terminations and how to reduce costs 
Each of these, he said, is best directed 
by selling life insurance for specific 
needs and this is the great need of the 
business today. 


Result of Investigation 


Mr. 
current 
Sales 
though 


Bragg quoted at length from a 
report of the Life 
Research Bureau, to 
some progress has 


that, 
made, 


show 
been 


there is a great field for development 
in this regard. The bureau recently 
made an investigation of 8,000 cases 


written by the 1,600 best agents of 40 
life companies and also interviewed 2,300 
typical prospects for their reaction. Of 
interest, it found that the average busi- 
man was 36 years old and the 
average prospect 32 vears. It was also 
found that 25 percent of all prospects 
earned $2,000, while 50 percent earned 
from $2,000 to $5,000 annually. Only 
14 percent earned $5,000 to $10,000 and 
i percent $10,000 to $50,000, so that 69 
percent came between $2,000 and 
$10,000 or were the ordinary, average 
case. 


ness 


Net Sold for Specific Needs 


It was found that 86 percent of the 
men now carried $1,000 or more life 
insurance, though only about 3 percent 
of the annual income was invested in 
this tvpe of savings. Only one-third of 
the policies are sold to cover specific 
needs, this meaning that two-thirds of 
the policies sold by these agents, the 
best in the ranks, are sold under the 
vague term of protection. 

One encouraging indication of devel- 
opment was shown by the interviews, 
which gave the result that 84 percent 
of the prospects turned to life insurance 
because of confidence in either agent, 
company or office. During the past year 
25 percent of these peonle had sent vol- 
untarily for a life insurance man, indi- 


cating that they turn to advisors in 
confidence today. They do not, how- 
ever, regard life insurance as a pre- 


ferred type of saving. 
Must Develop Better Sales Material 


Mr. Bragg said that to rectify these 
conditions and to remove the many 
misunderstandings about the business 
which the investigation brought to light, 
the agents must sell for specific needs. 
They must develop better sales material 
and more educational material. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 











Pioneering 


Progress always requires pioneering. Someone 
must take the first steps, must lead in the ex- 
ploring of new fields, must “go before and re- 
move obstacles for those who follow.” 


In order to fulfill its obligation to humanity, life 
insurance must seek new ways of service, in ad- 
dition to extending the old. And so it must have 
pioneers. The New York Life has always rec- 


ognized this obligation. 


Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


After a long and intensive study of declined 
cases, it found that special rates could be calcu- 
lated, permitting, with safety, the acceptance of 
many risks which previously had been rejected. 


On July 1, 1896, the Company issued its first 
sub-standard policy. Since then, the writing of 
insurance on impaired lives has been a part of 
the New York Life’s regular service to the 
public, and has gradually been adopted by a 
majority of the larger companies. 


To-day, Nylic Agents are enabled to 
obtain insurance for approxi- 
mately three out of every 
five clients who other- 
wise would be 
declined. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 











Ns 


oy an) 


ial: Wee lk: LE? ee ete 


a 


Wien) ie ee ere 


h ie We Gs 1s es 


ax 


0. 


EL ILE sl SL WE ETAL MEE EEE EEE? Etc, se 

















ATION AL UNDERWRITER 




















“He's been planning od you and the chil- 
dren as well as for me. He wants you to be 
protected in case anything happens to me. 
He’s a great boss!” 


N some businesses it is the boss’s privilege and personal 

pleasure to know by sight, and usually by name or nick- 
name, everyone who w ‘orks for him. And some of the great 
bosses in America, although they do not have the satis- 
faction of personal acquaintance, have earned the trust and 
affection of thousands of workers who have never seen them. 
Wise leaders, realizing that men cannot do their best if they 
are worried about family affairs, are glad to plan with them 
for the comfort and safety of their homes. 










































Cooperation of leaders and workers stretches the buying 
power of their joint dollars. In many cases it enables em- 
ployes of an organization to get life insurance protection 
at much less than it would cost to buy the same protection 
individually. Employes who have learned that the boss, buy- 
ing for their entire group, can get better rates are glad to 
let him do their buying. He saves them time, worry and 
money. 


In this way, hundreds of thousands of families have already 
secured protection against possible financial disaster—at 
low cost. There will be more next year and more the year after. 


The efforts of employers to pro- 
vide protection for the families 
of their employes are bringing a 
new spirit of good will into in- 
dustrial relations. 

Ten thousand employers of labor 
in the United States and Canada 
have set up programs whereby 
their employes may secure in- 
surance under most favorable 
terms. The ity of 
examination is eliminated; —s 


$ Not only that, but when these 
Group insurance programs are 
set up, employes are able to get 
their insurance at prices much 
below those available to indi- 
viduals in the open market. 


Employers and employes inter- 
ested in Group protection plans 
are invited to send for free in- 
formation on Group contracts to 
Metropolitan Life Insurance 
history becomes immaterial; so | Company, Dept. 10 NU 8, 1 
also the occupation of the indi- | Madison Avenue, New York 
vidual; and cost to employes in é City. 

each group is equal. HALEY FISKE, President. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


NEW YORK 








Biggest in the World, More Assets, More Policyholders, More Insur- 
ance in Force, More New Insurance Each Year 





AGENCY SUPERVISORS 
~ WILLYHAVE A SCHOOL 





Penn Mutual Life Announces 
Arrangements for Training 
of Managers 


COFFIN IS IN CHARGE 


Course Will Cover Those Subjects of 
Particular Moment to Those Super- 
vising the Salesmen 


The Penn Mutual announces its first 
school for agency supervisors, following 
its policy of training from the top down 
rather than from the bottom up. Vincent 
B. Coffin, director of education, is in 
charge of the plans and arrangements. 
Management problems rather than those 
of salesmanship will be the chief study, 
although much will be said about sales- 
manship. This type of training, avail- 
able to Penn Mutual general agents and 
their supervisors, is an emphasized fea- 
ture of the program of expansion laid 
down by Hugh D. Hart, vice-president 
in charge of agencies. 


Three Major Functions 


The three weeks from Dec. 3 to Dec. 
22 will be given to the course. Three 
major functions of a general agent or a 
supervisor will be considered, and ap- 
proximately one week will be given to 
each—recruiting, training, supervision. 
Each forenoon the faculty will guide a 
group discussion of these problems. 
Each afternoon there will be practical 
field application. The laboratory por- 
tion of the work, in Mr. Coffin’s opinion, 
is the most important and will be 
strongly emphasized. 

During the week when the class is 


studying the recruiting of new men, 
and selling them the business, each 
afternoon there will be a search for 


actual agents in the Philadelphia field, 
bringing them in for an interview with 
John A. Stevenson, manager of the 
home office agency, and selling them 
the business under his direction. 


Actual Class in Salesmanship 
_—— 


During the period devoted to train- 
ing, there will be both training in the 
abstract, and, for demonstration pur- 
poses, an actual class in salesmanship, 
composed of regular agents of the com- 
pany, conducted by Mr. Coffin and Mr. 
Stevenson. Visiting supervisors will as- 
sist in the teaching of this group. More 
important, they will be charged with the 
personal coaching of such recruits as 
they gather in, and will be responsible 
to the faculty for the progress they 
make in mastering the fundamentals 
and, more particularly, in their begin- 
ning field work. 

During the supervision portion of the 
course, each member of the group will, 
in addition to his class study, have 
under his own supervision one or more 
new agents. These new agents will be 
responsible to such supervisor during 
the time of his stay. 


Mr. Coffin’s Helpers 


In the classroom work, Mr. Coffin will 
have the aid of Hugh D. Hart, John A. 
Stevenson, E. Paul Huttinger, and other 
members of the home office personnel. 
The field work of the group will be 
conducted under the immediate super- 
vision of other members of the educa- 
tional department, James A. Preston, 
William A. Conway, James L. Taylor. 
Interest in the proposed instruction 
has been widespread in the Penn Mutual 
field. The class has been strictly lim- 
ited to 25 members in order to promote 
facility in handling. This enrollment 
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plans were announced. The majorit 
of students will be supervisors of son» 
years’ experience, including a number 
general agents. 

General Agents Need Training 


The Penn Mutual believes that 
job of the general agents has been sy 
ject to altogether too little study in t 
past, and it is anxious, by this mean 
and others, to establish a corps of we 
trained supervisors who may furnish th 
future general agency material whic 
the company will inevitably need in }: 
man-power program. The work of thi 
particular course will be most intensive) 
carried on, and no supervisor will com 
plete it satisfactorily unless in additio; 
to good class work, he performs satis. 
factorily the field requirements. 


FORMER INTERNATIONAL MAN 








T. J. McReynolds, vice-president 
the International Life before it wa 
forced into receivership, has surrendered 
in St. Louis in answer to a fugitive 
warrant based on a federal indictment 
charging conspiracy to use the mails i: 
- alleged $2,000,000 Florida land swin- 

e€. 

The indictment against Mr. McRey- 
nolds and four other officers of the Day. 
tona Shores, Inc., a Florida land de- 
velopment concern, was returned 2a 
Jacksonville, Fla., recently. There are 
seven counts to the indictment, 
which are based on mail fraud charges 
and the seventh charges conspiracy t 
use the mails to defraud. 


B. O. MeReynold’s Father 


O. McReynolds, who has figured proni- 
nently in the investigation of the affairs 
of the International Life since its col- 
lapse. It will be recalled that B. 0 
‘McReynolds early in 1927 secured the 
original option to purchase the Interna- 
tional Life from Judge Whitfield, David 
W. Hill, et al, and later this option was 
taken over by Roy C. Toombs of Chi- 
i 

O. McReynolds accompanied Dr 
E> F. Morgenstern, former vice-presi- 
dent and director of the personnel for 
the Intergational Life to New York 
City on Dec. 6, 1927, with $538,000 in 
bonds and other securities of the in- 
surance company. 


Joins Shania Mutual _ 





L. G. FERGUSON 

Lewis G. Ferguson, for 18 years ass0- 
ciated with the Rock Island Plow 
Company at Indianapolis, being g¢ neral 
manager for 12 years, has joined the 
Indianapolis branch office of the Phoenix 
Mutual Life as manager. He served 4s 
general sales manager of the Orlando 
a Grove Company of Florida since 
$24. 





limit was reached almost as soon as the 


INDICTED IN MAIL FRAUp! 


six of | 


T. J. McReynolds is the father of B. | 
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AGENTS VOLUNTARILY 
FORM STUDY CLASS 





PEORIA LIFE MEN ORGANIZE 


After Completinre Correspondence 
Course They Decide to Continue 
With Educational Work 





Agents of the Peoria Life in the 
Ypsilanti district of Michigan have be- 
come so enthusiastic for studying their 
business in all its phases that after a 
group of them had completed the com- 
pany’s correspondence school in sales- 


manship they voluntarily organized 
themselves into a study class and 
adopted objectives for the organization. 


The body was formed without the 
knowledge of State Manager H. E. Van 
de Walker. The correspondence course 
was so satisfactorily completed that 
seven of the men taking it later took 
and successfully passed the special in- 
surance examination for insurance audit- 
or, abstractor, counselor and analyst. To 
take this examination the agents had to 
travel to Lansing and spend a day 
there. 

The objectives of the agents’ organ 


Objectives of Organization 

ization are: 

To increase our 
holders. 

Cooperation with state and home office. 

Relations of home office, state office 
and agent to policyholders. 

Discussion of company procedure 
relation with agency force. 

Ethics of the profession. 

Discussion of members’ special 
lems and current events of life 
ance, etc. 

Agency development. 

Sales efficiency. 

Financing of agency. 


service to policy- 


in 


prob- 
insur- 


Personal Element Included 


To promote closer personal relations 
among its membership. 

Practical lessons on theory of life in- 
surance. 

Analysis of Peoria Life policies. 

Special study of new Peoria Life sales 
course. 

How to meet competition. 


Sales presentation—briefs; proposals, 


prepared; canvass, cold. 

Promotion of inter-organization con- 
tests to stimulate production. 

Value of club trips and special con- 
tests. 

Prepare members for state examina- 
tion. 

It is suggested that if this proposal 


meets with the approval of a majority 


that a permanent organization be per- 
fected and be governed by a board of 
directors. 





Universal Life Progress 


Owing to the energetic work of Gen- 
eral Manager of Agencies C. W. Dorsey 
of the Universal Life of St. Louis, who 
went with the company three months 
ago, 82 new agents have been employed 
and more than 1,000 applications se- 
cured. The directors voted to increase 
its stock to $1,000,000. Carrying out its 
policy chiropractors are used when avail- 
able for medical examination. 


Seeks Wider Powers 


The Protective Association of Granby, 
Que., gives notice that it will apply at 
the next session of Parliament for an 
increase in its capital stock from $50,000 
to $500,000. The association has in the 
past written business only on members 
of the Masonic order, but is asking that 
this limitation be removed. 


Hintzpeter Agents to Meet 


Nov. 21 is the date announced for the 
annual meeting of the Herman Hintz- 
peter agency of the Mutual Life of New 
York in Chicago. The meeting will be 
held in the Midland club, and will con- 
clude with a banquet in the evening. A 
comprehensive program will be offered 
tor the instruction of the agency force. 





LIFE INSURANCE 


EDITION 





NATIONAL THRIFT MOVEMENT ENDORSES 
LIFE INSURANCE 


BY ADOLPH LEWISOHN, Chairman ——— 





National 


HEN one is considering a sensible 
money program for the individual 
or family, life insurance is one ot 


W 


Thrift Committee, 


| 


and New York Financier 


Jan, 18, Friday, National Budget Day; 
Jan. 19, Saturday, National Life Insur 
lance Day; Jan. 20, Sunday, National 
Share with Others Day; Jan. 21, Mon- 


the first things which comes to mind. | 
The young man finds in life insurance | 


a splendid medium for saving and in- 


vesting and, what is perhaps more im- | 


portant, a splendid medium for forming 
the habit of systematic saving and safe 
investing. Of course, he finds other val- 
ues. Young women, since they 
won their economic independence, more 
and more see in life insurance 
tion similar values that young men rec- 
ognize. 

When it comes to a consideration of 
the family as a unit the importance of 
life insurance takes on added signifi- 
cance. A well ordered family group is 
nationally interested in building up such 
an estate as will protect the interests of 
all members over a period of years. Life 
insurance is a boon to this end which 
is not sufficiently appreciated. 


have | 


protec- | 


It can | 


protect the education of children, it can | 


guarantee economic independence in old 
age, it can insure an income tor mem- 


bers dependent on a man’s wages if the | 
' 


wage earner is suddenly removed. 


Big Social Factor 


I have always liked to think of life 
insurance as a tremendous factor in the 
development of a sensible appreciation 
of thrift. Since I am also interested in 
crime prevention as well as prison re- 
form, I see in life insurance a socializ- 
ing asset which has potent possibilities 
in lessening criminal tendencies. It is 
difficult to conceive that a person who 
has caught the spirit of a cooperative 
social order, such as life insurance tends 
to develop, could logically become a 
desperate criminal. 

Unlike many people I have heard talk 
and have read about, I am a firm be- 
liever in the fundamental soundness of 
the younger generation. Once in a while 
I meet a youth who might seem radical 
to some; I know of none who assail life 
insurance as an asset to modern life. 
These young folks are progressive and 
they readily recognize that the idea of 
life protection fits harmoniously into the 
most up-to-date scheme of things. 

On the other hand I feel that life in- 
surance leaders have an opportunity and, 
in fact, a responsibility to inform young 
people thoroughly about the benefits of 
this constructive force. Every day thou- 
sands of these adolescents are growing 
into more serious adults. Not for one 
day can the advocates of insurance fail 
to emphasize the value of their service. 
The intensity of their message might 
well be increased. 


Part of Thrift Program 


In this connection, the National Thrift 


Movement of the Y. M. C..A., with 
which I have been identified as chair- 
man for the past 11 years, seems an 


ideal medium to help insurance com- 
panies bring their wares to the atten- 
tion of vast members of youth. Through 


dav, National Own Your Home Day; 
Jan, 22, Tuesday, National Make a Will 
Day; Jan. 23, Wednesday, National Safe 
Investment Day. 

[his program is based on a ten-point 


financial creed: 1, Work and Earn; 2, 
Make a Budget; 3, Record Expendi- 
tures: 4, Have a Bank Account; 5, Own 
Life Insurance; 6, Own Your Home; 7, 
Make a Will; 8, Invest in Safe Securi- 
ties: 9, Pay Bills Promptly; 10, Share 
with Others. 

It will be noticed that one day of 
Thrift Week is designated as National 


Life Insurance Day and that one point 
of the Financial Creed is “Carry Life In- 
surance.” This program receives a vast 
amount of publicity stimulated in the 
main from national headquarters. 


Cites Agent's Part 


In answer to the question “What Part 


Can Our Representatives Take?” this 
pamphlet says: “Every agent is center- 
ling his work on thrift every day, of 


course, but here is an especial opportu- 
| nity to link up his work with a national 





campaign fostered to inculcate the very 
ideas that he is presenting to the insur- 
ing public every day. Every alert agent 
will then want to take advantage of this 
opportunity by making plans for the 
entire month of January and especially 


of National Thrift Week. It is much 
easier to swim with the current than 
against it. Thrift is in the atmosphere 
during January and National Thrift 
Week especially.” 

This company uses a budget book 
such as is furnished by the National 
Thrift Committee at 347 Madison ave- 
nue, New York City. It suggests that 
each salesman select the names of at 


least 20 people who would likely be in- 
terested in securing a budget book, that 
he send a letter to them offering the 
book free if a return postal is filled out 
and mailed back. 

The idea is to make a definite ap- 
pointment for delivering each budget 
book. On making the delivery the sales- 
man is prepared to demonstrate how to 
operate the book and in the conversa- 
tion the matter of life insurance protec- 
tion comes up naturally. Ordinarily the 
ideal interview can be obtained—the 
prospect, his wife and the quiet home 


| environment. 


“Programming” Suggested 


It is urged that these agents special- 


| ize on a particular type of life insurance, 


the annual observance of National Thrift | 


Week, Jan. 17-23, insurance concerns 
have an opportunity to take advantage 
of a vast amount of sentiment stimu- 
lated for thrift. Here is created an en- 
vironment in which it should be much 
easier than usual to get signatures on 
the dotted line. 

How this can best be done well 
illustrated by the activity of one wide- 
awake life insurance company which has 
come to my attention. 
to its agents it describes National Thrift 
Week as a period set aside for intensive 
educational work on thrift fostered by 
the Y. M. C. A. in cooperation with 47 
leading civic, industrial and religious 
national organizations. It begins Jan. 
17, Benjamin Franklin’s birthday. 

The days of this week are as follows: 
Jan. 17, Thursday, National Thrift Day; 


is 


In a pamphlet | 


| nite action. 


one that fits in well with the “establish 
an estate” idea which is the slogan for 
the coming campaign. Each salesman is 
asked to have at least thirty interviews 
during Thrift Week. Prizes are offered, 
one for securing a minimum amount of 
$2,500 for one applicant, and other spe- 
cial awards are given for better success. 

It seems to me that this is a practical 
way for a life insurance company to cash 
in on Thrift Week. The National Thrift 
Movement inspires thousands of people 
to various thrift actions including the 
securing of life insurance protection. It 
gets them converted to the idea of such 
insurance values. To make the campaign 
a real success, however, there is needed 
the work of life insurance representa- 
tives to convert the inspiration into defi- 
Inspiration without a chan- 
nel for its practical expression is of 
doubtful value. When the inspired indi- 
vidual acts in harmony with his new 
urge, then character affected. It is 
because the National Thrift Committee 
believes its program tends to develop 
good character that it has a program and 
takes the trouble to promote it. 

We believe that there is a vital rela- 
tion between a person's attitude toward 


is 





FRANKFORT COMPANY 
FOUND IN GOOD SHAPE 


REPORT ON PEOPLES LIFE 


Convention Examination of the Indiana 
Company Shows That Its Affairs 
Are Well Handled 


Che insurance departments of In- 
diana, Michigan and Ohio made a con- 
vention examination of the Peoples Life 
of Frankfort, Ind. The Peoples Life 
became a legal reserve company May 7, 
1907. Cash dividends have been paid 
on the capital ranging from 5 percent 
to 12 percent with the exception of 
three years. A stock dividend of $200.- 
000 also has been paid. The examiners 
tound that the company was very liberal 
in the treatment of policyholders. They 
found that there had been no delay in 
the payment of claims. Of its assets 
amountaing to $5,679,588, 73.79 percent 
are in mortgage loans and 17.65 loans 
to policyholders. Its real estate amounts 
to $190,946. 

Che examiners find that the company 
has been exceptionally fortunate as re- 
gards| to its mortgage loans. It has 
been forced to foreclose only nine pieces 
of real estate. Of these, one has been 


sold at the exact cost to the company 
and the other has been sold under con- 
tract. It has been the practice of the 


company to confine its mortgage loans 
to Indiana and largely to its home 
county, Clinton. The officers therefore 
are very familiar with local conditions 
which accounts for the satisfactory sit- 
uation as to their mortgages. . 

Ihe Peoples Life has on deposit with 
the state to protect its reserve, $4,867,- 
133. rhe assets have grown from $3, 
615,029 in 1924 to $5,463,054 at the end 
of last year. The examiners found the 
company in excellent shape, all the rec- 
ords up to date and its general internal 
condition is excellent. 


Actuarial Club Meets Nov. 20 


The greatly increasing prominence of 
life incomes for beneficiaries and of vari- 
ous forms of retirement annuities will 
be the subject at the next session of the 
Indianapolis Actuarial Club, on Nov. 20. 

Miss Helen L. Clark, assistant actuary 
of the American Central Life, will lead 
the discussion, which covers the follow- 
ing topics: Annuities: Present day con- 
tracts and possible future developments; 
mortality and interest rates and expense 
loading for: immediate life annuities, 
deferred life annuities, reversionary an- 
nuities, settlement options of life and 
endowment policies. 


Atlantic Life Conducts Schools 





Sales schools were conducted at 
Charleston, W. Va., and Nashville, 
Tenn., last week by home office repre- 
sentatives of the Atlantic Life. Mem- 


bers of the Clarksburg agency also at- 
tended the schools at Charleston. Mem- 
bers of the Johnson City agency joined 
with those of the Nashville agency 





Will Enter Mississippi 


The Minnesota Mutual Life will enter 
Mississippi shortly after the first of the 
year. The northern part of the stat 
will be handled by the Memphis office 
It will appoint one or two general agents 
tor the rest of the state. 








money and his character development. 
We feel that to help a man to see the 
value of protecting his loved ones with 
life insurance is in keeping with helping 
him get a right attitude toward material 
resources. We are sure this situation 
offers a big opportunity for the life in- 
surance business and we hope leaders in 
this business will take advantage of it. 

Further information can be secured 
from John A. Goodell, executive secre- 
tary of the National Thrift Committee 
at our national headquarters. 


THE NATIONAL UNDERWRITER 
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NOTABLE GAIN 
IN ASSETS 


‘ 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 in 
1927. 


The Company’s exact total of Ad- 
mitted Assets on December 31, 
1927, was $103,615,053.81, which 
was a gain of $12,901,440.60 as 
compared to the total of Ad- 
mitted Assets on December 31, 
1926. 




















BANKERS LIFE COMPANY 


The Onword March Company 
GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 

















OCTOBER LIFE BUSINESS 
SHOWS GOOD INCREASE 


COMPARATIVE FIGURES GIVEN 





Association of Life Presidents Issues 


Statistics on Year’s Production 
to Date 





NEW YORK, Nov. 15—October 
was the best month of the year thus 
far in ordinary business from the point 
of increase over the corresponding 
month of last year, according to the 
monthly report of the Association of 
Life President given out today. New 
paid production last month country- 
wide, all classes included, totaled $965,- 
493,000, an increase of 4.7 percent over 
October, 1927. 

Ordinary business totaled $659,844,000, 
or 8.7 percent over the same month last 
year, the best previous increases being 
shown in May and June. Industrial in- 
surance fell off, however, the October 
total of $233,530,000 being 12.2 percent 
below last October’s. Group showed 
another big gain, the $72,119,000 total 
being 48.3 percent over last October. 


Nice Gain Made 


Total life insurance business for the 
first 10 months of this year was $10,- 
024,573,000, or 7.6 percent over the 
same period of,1927 and .9 percent over 
the first 10 months of 1926. Ordinary 
insurance for the 10 months totaled 
$6,722,615,000, or 3.1 percent over the 
same period of 1927. Industrial insur- 
ance with a total of $2,243,529,000, is 1.8 
percent ahead of last year. 

Group insurance with the gigantic 
September and May totals to swell the 
column amounts to $1,058,429,000, or 
81.7 ahead of the same period last year. 


There is now every assurance that the 


year will end with a new record total 
of life insurance paid for, as the out- 





— 


standing business assures a big Novem. 
ber, and December is regarded as no 
sufficient to offset the lead now piled yp 


PENN MUTUAL BEGINS 
DRIVE WITH CONFERENCE 





NEW YORK, Nov. 


gathered today for a conference with 


the home office officials preparatory t) 7 


launching the policyholders’ campaign 
which is to be staged during the mont} 
from Nov. 15 to Dec. 15. Hugh D 
Hart, agency vice-president, was presen: 
and gave an inspirational talk on th 
program. Vincent Coffin, educational 
director, presided and outlined the work 
to be done. John A. Stevenson, Phi. 
adelphia general agent, spoke particu. 
larly on the non-medical provision which 


is being offered policyholders during | 


this month’s drive. 

W. A. Conway, field representative jp 
eastern territory, explained the forms an/ 
details of the work, as he has been do. 
ing in the past month in all of th 
eastern agencies from Atlanta to Bos. 
ton. Field representatives in other dis. 
tricts have similarly prepared the re. 
mainder of the agency organization for 
the drive, which is expected to put: 
record volume of business on the books 


Commissions Increased 


The United States Life has increased 
its commissions on all cases of $5,000 or 
over, 5 percent. 


Life Notes 
The annual meeting of the Brooklyn 
National Life will be held at the Brook- 
lyn Chamber of Commerce Nov. 21. 
Despondent because of ill 
Marion L. Condit, 65, of Evansville, Ind 
manager of the Washington Fidelity 


National branch office there, committed | 


suicide at his home by taking poison. 

Guy Goldstandt of Oklahoma City, spe- 
cial agent for the Equitable Life of New 
York, who recently underwent an opera- 
tion for appendicitis, is reported muc! 
better and is expected to return to the 
office this week. 














STILL LOWER RATES 


Term insurance has its place in the upbuilding of insurance programs—paving the 
way for more permanent coverage. And in this day of programs an attractive rate is a 


most important factor. 


Fidelity Mutual met the demand for low priced permanent coverage last May with 
its New Low Rate Life Policy. It now adds two new low rate term policies. 


These new policies equip Fidelity agents with a complete kit of low rate tools which | 
make for easier selling and greater profit. 


Low Rate 5 Year Convertible Term: 


Issued at ages 20 to 60 inclusive 


Minimum policy $5000 


Convertible within 5 years—non-renewable 


Low Rate 10-Year Convertible Term: 
Issued at ages 20 to 55 inclusive 


Minimum policy $2500 


Convertible as of original age within 5 years; as of attained 


age within 10 years—non-renewable 


Agency connections available in forty states—on a live-and-let-live contract. 


The Fidelity Mutual Life Insurance Company 


PHILADELPHIA 


Walter LeMar Talbot, President 
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Mutual Life agents in New York Cit © 
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| PROFIT SHARING PLAN HAS MET 
WITH GREAT SUCCESS IN AGENCY | 


' 
| 


1 








15—H. O. Wilhelm 
& Co. of this city, state agents for the 
Northwestern National Life of Minne- 
apolis, have announced that changes in | 
their profit-sharing plan have met with 


OMAHA, Nov. 


at sucess. 

O. Wilhelm & Co. were probably 
Bag “first general agents to adopt a 
a profit-sharing plan which is still in 
force today, it first having been put 
into effect at Christmas, 1926. At that 
time the agency entered into a profit- 


sharing plan with the agents whereby 
whenever the agency increased its busi- 


ness in force of $60,000 for a given 
week, those agents who increased their 
own business $2,500 or more would 
share in the profits of the agency by 
receiving a cash bonus. 
Insurance Pension Pian 
A year later, Christmas time, 1927, 


H. O. Wilhelm, president of the agency, 
came to the conclusion that the plan 
was working quite satisfactorily, but 
that the changes he had in mind would 
help to make it a permanent proposition. 
The only feature which was not entirely 
satisfactory was that it merely gave 
the agents more money to spend, in- 
stead of being of permanent benefit to 
them. The plan was therefore changed 
into an insurance-pension plan, the cash 
bonuses being used to pay for insurance 
and a pension, 

The plan includes, first, a $5,000 pol- 
licy with the customary group disabil- 


ity benefit, to go into force as soon as 


the agent had completed six months of 
service and had $60,000 of business in 


GUARDIAN LIFE SETS NEW 
RECORD FOR ONE MONTH 


During October, which was designated 
President's Month in honor of the Guar- 
dian Life’s chief executive, Carl Heye, 
the business written reached the 
total of $11,689,680. This is a new high 
mark for any single month's business 
in the company’s history, and represents 








force. The rest of the taal go into 
pension certificates. 

These pension certificates are re- 
deemable for a life annuity after 15 
years of service, or at age 70, whichi- 
ever date is the earlier. The certificate 
draws interest from its date at the rate 
of 5 percent, compounded annually, un- 


til such time as the amount of all out- 
standing certificates equal $2,500, at 
which time it is turned over to an in- 
vestment committee composed of five 
persons, two of whom shall be the presi- 
dent and treasurer of the H. O. Wil- 
helm & Co., and three of whom shall 
be elected annually by the certificate 
holders by a majority of them. This 
committee is then charged with the in- 
vesting of the funds. 
What Fund Will Earn 


If an agent entering the plan at age 
35 earns $50 a month in pension cer- 
tificates for 15 years and the certificates 
earn 5 percent per annum during that 
period, he would have to his credit at 
the end of the 15-year period $13,570. 
He would then be 50 years of age. Ii 
he would leave the money invested at 
5 percent, compounded annually, until 
at age 65, he would have approximately 
$27,500, which would buy a life annuity 
of $237.05 per month. An agent pro- 
ducing $200,000 per year, with a rea- 
sonably low lapse ratio, would probably 
earn pension certificates on this basis. 
In addition to the profit-sharing plan, 
the agency awards pension certificates 
as prizes for various accomplishments, 
such as leading the agency force for 
the week, etc. 


| LICKLIDER DISCUSSES 


rec ord | 


an increase of more than $1,000,000 over | 


President’s Month, 19 
The standard of performance set in 
October for each field man was mem- 
bership in the Guardian's 8-a-month-100- 
a-year club, and the campaign resulted 
in the qualification of 136 
heir average production was 10 appli- 
cations for a total of $37,729. For the 
entire field force, the average was four 
and a half applications totaling $22,863. 
_At the outset of the campaign each 
Guardian representative was 


9” 
we 


furnished 
a binder containing eight applications. 


lhe cover of the binder bore a target, 
consisting of seven rings with the bulls- | 
eye representing the eighth application. | 


\s the applications were written, nota- 
tion was made on the arrow piercing 
each ring. Upon completion of the eight 
arrows, the binder cover was mailed in 
to President Heye as a personal report 
trom the field man. 

This method of reporting the month's 
work proved so popular that, following 
requests from the field, it has been de- 
cided to continue the target covered 
under for use in reporting monthly 
ualification by 8-a-month members. 


Leaves Million-Dollar Estate 


A million-dollar estate, three-quarters 
ot which is given to Hartford Hospital, 
was left by Edward B. Peck, assistant 
secretary of the Connecticut General life, 
who died Oct. 29. 
$1: 25,000 are made to several organiza- 


tions and institutions and $60,000 
friends and relatives. Mr. Peck was 
unmarried. Mr. Peck’s fortune. was 


accumulated during his 60 years with 


the Connecticut General, mainly through | The 


investments in the company. 


| used by his department, 


members. | 


Specific bequests of | 


to 


| 
' 
| publications were 
| 
} 


ADVERTISING METHODS 


KANSAS CITY, } 


MO., Nov. 15.— 
“That Something in Advertising” was 
the subject of an address before the Ad- 
vertising Club of Kansas City by James 
P. Licklider, publicity and sales re- 
search manager of the Missouri State 
Life. 
Mr. Licklider referred to the plan 


whereby it ana- 
new territory according to the 
where there is the greatest pop- 
and the greatest purchasing 
For instance in opening up In- 
diana it was found that 34 counties had 
the largest population and the greatest 
degree of purchasing power, and there- 
fore the organization and sales efforts 
were confined to those counties. Like- 
wise in Kansas City it found that 40 per- 
cent of the population and 70 percent of 


lyzes a 
districts 
ulation 
power. 


is 


the wealth located in the southwest 
section of the city. 

Mr. Licklider said that the Missouri 
State Life felt for a while that national 


the media to sell in- 
surance. However it found that 25 per- 
cent of the responses to such advertise- 


ments came from outside of the United 
States, where it does not operate, and 
2373 more came from small towns, away 
rom the centers where it has strong 
sales organizations. It therefore de- 
cided on newspapers as the best med 
ium, building the copy around the 


branch manager in each city, and coup- 


| 
| ling it with institutional advertising. 
To Erect Addition 
The contract for the erection of the 
| 11-story addition to the home office of 
the American National of Galveston has 


been awarded and the actual construc- 


tion is to start immediately. The build- 

|ing is to be completed in 140 days. 

It is announced the structure will be 

| of reinforced concrete and brick. The 

11th floor of the new building will be 

the executive offices of the company. 
American National building was 


the first skyscraper on the island. 





HERE’S A PILLOW 
FOR THE TIRED 
BUSINESS MAN 


Too many business executives stay in 
harness in old age, when they should be 
enjoying the fruits of their labors. 


One of the many factors— 
bad investment, business 
depression, unwise methods, 
etc.— may be responsible 
for the necessity of staying 
at work. 


There’s a preventive available 
to every man. It is the 
Endowment at age 60 or 
65 Policy. Taken early 
in one’s career it 1s not 
expensive, and it makes 
CERTAIN sufficient funds 


to permit retirement and an 
enjoyable old age. 





The Prudential recom- 
mends this form of 
protection. 











The Prudential 


Insurance Company of America 














EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 
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Rascinetpiteaniin 


PRUDENTIAL IS UPHELD 





Upholding the Prudential in its suit 
against the estate of Ruth Snyder for 
the annulment of $95,000 in life policies 
carried by it on the life of her husband, 
for whose death Mrs. Snyder and Judd 
Gray went to the electric chair, the New 
York supreme coutt last week held that 
payment of these “claims would have 
been a moral and financial injustice to 
other policyholders. Double indemnity 
On a $45,000 policy and another policy 
for $5,000 were involved in this litiga- 
tion. The matter first came up during 
the murder trial, when it was sought to 
show that these policies were the mo- 
tive for the murder. This the court did 
not uphold, but when claims were filed 
for these amounts by the Snyder estate, 
in the name of the daughter, the Pru- 
dential claimed the policies were ille- 
gally secured and sought to void the 
contracts. This was upheld, the court 
holding that the agent had forged the 
signature of the assured to the applica- 
tion at the request of Mrs. Snyder and 
not her husband, and the agent’s action 
was held improper and illegal. The Pru- 
dential returned the premiums, plus in- 
terest, to the court, to be paid the estate, 
ome it was refused. 





President Edward | 


. Duffield of the Prudential, in a state- | 


oth to the press this week, character- 
ized the decision of the court as a great 
moral decision as well as legal finding. 
It justifies the Prudential’s position, 
which it has held from the outset and 


removes all question of linking an insur- | 


ance policy with such murders. 
* * * 


PATTERSON RETURNING 


Alexander E. Patterson, who is to 
open a new ge neral agency for the Penn | 
Mutual Life in New York City, is ex- 


pected back from Europe next week and ! Life, is chairman. 


_| 





he will probably arrange at once for the 
opening of his offices. It is understood 
that he will open a downtown agency, 
adding to the large representation the 
Penn Mutual has in that section and 
giving the company a potential $75,000,- 


000 to $100,000,000 organization § in 
downtown New York. The company is 
forging ahead in this district, its New 


York City business for the year thus far 
being $10,000,000 ahead of the first 10 
months of last year. This is the result 
of notable gains in the established offices 
and also the addition of several new 
offices. On a country-wide basis, the 
Penn Mutual was about $16,000,000 
ahead of last year for October alone, 
some 600 new agents having been 
signed since the first of the year. 
=< 
LECTURE NEXT WEEK 

Prospecting, case analysis and prep- 
aration will be discussed in detail at the 
second of the series of lectures being 
given by the New York University Life 
Underwriters Association. This meet- 
ing will be next Thursday, Nov. 22, and 
will have two outstanding local men as 
speakers. Gustav Wuerth, 
the New York Association of Life Un- 
derwriters, and Horace H. Wilson, 
president of the University Association, 


will divide the time and present their 
| ideas of case analysis. The last meeting, 
addressed by Dr. S. S. Huebner, at- 
tracted a record attendance of 600. 
x os *K 
INSURANCE COURSE STARTS 
The program for the 1928-29 life in- 
surance course of the Insurance Insti- 


tute of America has been announced by 
the committee in charge, of which Henry 
Moir, president of the United States 
The first session was 


president of | 





held ste evening in New York, the 
subject being “Reserves and Surrender 
Values” and the speaker being Joseph 
B. Maclean, assistant actuary of the 
Mutual Life of New York. Mr. Maclean 
will also speak at the session on Nov. 
20 on the same subject. The remaining 
schedule is as follows: Nov. 27, “Selec- 
tion of Risks,’ Dr. C. B. Piper, medical 
director of the Guardian Life; Dec. 4, 
“Selection of Risks,” Arthur Hunter, 
vice-president and actuary New York 
Life; Dec. 11, “Participating and Non- 
participating Insurance,” John M. Laird, 
vice- -president Connecticut General Life; 
Dec. 18, “Review,” Ray D. Murphy, 
vice-president and associate actuary 
Equitable Life of New York; Jan. 2, 
“Office Organization,” John S. Thomp- 
son, vice-president and mathematician 
Mutual Benefit Life; Jan. 9, “Annual 
Statements,” John S. Thompson; Jan. 
16, “Office Organization,” Frank A. 
Shailer of the Equitable Life of New 
York; Jan. 23, “Agency Organization,” 
Charles G. Taylor, assistant manager 
and actuary Association of Life Presi- 
dents; Jan. 30, “Office Supervision and 
Taxation,” F. Bruce Gerhard, actuary 
New Jersey department; Feb. 6, “Office 
Organization,” Wendell M. Strong, asso- 
ciate actuary Mutual Life; Febr 13, “Re- 
view,” James D. Craig, vice- -president 
and actuary Metropolitan Life. The 
meetings are held Tuesdays in the board 
rooms in New York. 
* * * 


ACTION POSTPONED 


Action on the suit of the Metropolitan 
Life to secure adoption of its proposed 
aviation clause has been postponed until 
the January term of the supreme court. 
It was scheduled to be heard this week 
at the November term, but at the re- 
quest of the attorney-general it was 
held over until January. In this suit the 
Metropolitan seeks to have its request 
for authorization by the 
partment upheld. Several months ago 
the clause was submitted to Superin- 
tendent Beha, but he refused to approve 


insurance de- | 
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it. The clause sought to offer those ep. 


gaged in aviation a life policy whict 
eliminated the hazards of aviation fror 


its benefits, thus enabling those person; 


to secure, without additional premium; 
coverage which they cannot now secure 


Mr. Beha held that life companies wer 
to limit the coverage oj 
their policies, particularly in view of the 
the 
The Metropoli- 
questioned this interpretation and 
where it hopes 
writing this 
clause and thus answer the question of 


rot enabled 
incontestible clause, which denies 
right to contest a claim. 
tan 
took the case to court, 
to secure authority for 
life insurance for aviators. 


New York Men Meet 

SYRACUSE, N. Y., Nov. 15—Lii 
underwriters from all parts of Ney 
York gathered here today for the mid- 
year meeting of the New York Stat 
Association of Life Underwriters. Julia: 
S. Myrick, last president of the Na- 
tional association and again president 
of the state association, presided at the 
session, which gave attention to many o 


the problems of the business, notably 
the proposed revision of Section 97 o 
the life insurance laws. The state bod 


has given much attention to this, being 

the organization that has led the fight 

on the measure and the progress of its 
discussion with Mr. Beha of the New 
York department was reported by the 
special committee on this subject. 


Missouri State Life Conventions 


Yellowstone National Park will b 
the scene of the 1929 meeting of the 
Missouri State Life’s Quarter Million 
Club while the $100,000 Club will mee 
in St. Louis again. The dates for th 
meetings have not been fully decided 





D. J. Johnston Has Resigned 


The North American Life of Canada 
has accepted the resignation of D. J. 
Johnston as supervisor of agencies. 
































E. W. MERRITT, JR., President 


An Institution of Progressive Ideals 


Offers 


A Complete Line of Both Participating 
and Non-Participating Policies 


Ages 0 to 65 


There Are Unusual Opportunities for General Agencies 


in Kansas, Missouri and Illinois 





The Federal Reserve Life Insurance Co. | 


Home Office: Kansas City, Kansas 


—— | 
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St. Paul Society Woman 
Becomes One of Aetna 
Life Leading Producers 


ST. PAUL, Nov. 15.—A St. Paul so- 
ciety woman, wife of the vice-president 
i one of the largest banks in the Twin 
Cities. in three years has developed into 
ne of the foremost life insurance pro- 
ducers in the country. 

Mrs. Ruth Mitchell has written $4,- 
000,000 for the Aetna Life since 1975, 
making her the leading woman producer 
in that organization and 15th among all 


agents for the Aetna Life. Her pro 
duction this year is nearing the $500,- 
000 mark 

Mrs. Mitchell is the wife of James L. 
Mitchell, vice-president of the Mer- 
chants National Bank. For many years 
she has been among the most active 
social leaders of the Twin Cities, the 
Mitchells maintaining both town and 


country homes where they entertain ex- 
tensively. She finds time, however, to 
work regularly for the Aetna agency 
in St. Paul and each month stands high | 
among the St. Paul producers. 

Several years ago a bank of which | 
Mr. Mitchell was president met reverses 
and for the safety of its depositors was | 
absorbed by the Merchants bank. Up 
to that time Mrs. Mitchell never had 
dreamed of becoming a life insurance 
agent \ large part of the family for- 
tune was wiped out in this misfortune | 
and Mrs. Mitchell determined to re- 
coup it as far as possible. 

Life insurance appealed to her as 
the most practical. way to earn money | 
and she joined the Aetna agency. She 





became a large producer almost from 
the start 
A. B. Allen 

\. B. Allen has been appointed a su- 
pervisor of the Amicable Life in the 
Texas field. His headquarters are in 
\bilene. Mr. Allen has had an agency | 
connection with the company fer the 
last seven years. 


Volunteer State’s Anniversary 


The Volunteer State of Chattanooga 
reached its 25th anniversary on Nov. 11. 
The company is one of the strong or- 
ganizations in the south with nearly 
$14,000,000 of assets and nearly $100,- 
000,000 in force. 





Macdonald’s New Post 


C. S. Macdonald, vice-president and 
general manager of the Confederation 
Life, has been elected a director of the 
Dominion Fire of Toronto 


. Just one of the many 
ways Shield men receive 
cooperation that counts 
— that great personal 
advertising of theirs— 
W-S-M—the favorite 
radiostation of millions. 





























TWENTY-EIGHTH ANNUAL FINANCIAL STATEMENT 
YEAR ENDING—DECEMBER 31, 1927 
ASSETS LIABILITIES 
Bonds and _ Stocks Legal Reserve, Life 
Owned pneteennaces $ 9,831,749,82 Insurance Policies. .$10,973,342.00 
Principally Govern- American Experience 
ment, State, County, 3%%, Standard and 
and Municipal Bonds Sub-Standard 34% | 
Real Estate Loans, Legal Reserve, Dis- 
Fi ae. ae 7 ability Policies .... 202,030.37 
ll aya + SES Contingent Reserve.. 2,888,754.55 
or less of property Reserve for Epi- 
value Te ae 1,000,000.00 
Cash in Banks and Gross Premiums Paid 
SEE cctacsdkbann 896,361.55 in Advance ....... 387,914.83 
($725,381.47 at interest) Taxes Accrued, but 
Real Estate Owned.. 834,606.46 mot Due ..ccccoce 331,905.36 
Mainly Home Office Due to Agents on 
Building Bonds, Deposits, etc. 403,013.07 
Loans on Bonds and Mainly a Savings Fund 
PID -ccncscesasees 114,625.00 P 4 icy —. ms in 
: rocess Oo ayment 
Net npaid and De- 9753, and Adjustment ... 179,882.35 
: — All Other Items...... 41,770.42 
Policy Loans .......: 283,626.19 Liabilities Other Than 
4 Interest Accrued and Capital and Surplus 16,408,612.95 
ED winkcubusevas 262,555.75 Capital and Surplus.. 3,869,860.33 
Total Assets ...... $20,278,473.28 Total Liabilities ..$20,278,473.28 
Total Claims Paid 28 Years Ending December 31, 1927...... $ 57,976,110.40 
Total Life Insurance in force December 31, 1927....++..++++ 235,583,186.00 














Life Preddund Seales 











George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 




















JAY N. DARLING 


O——ARKANSAS——CALIFORNIA— 


Des Moines Cartoonist 


COLORADO 


i 


ILLINOIS INDIANA————-IOWA KANSAS KENTUCKY MICHIGAN ———— 


‘‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 
AGENCY MANAGERS FOR ILLINOIS — MICHIGAN — OHIO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 134 North La Salle Street, Chicago S. W. GOSS, Vice-President 
HIO————-OREGON ————- PENNSYLVANIA TENNESSEE————_VIRGINIA—-—-- WASHINGTON WEST VIRGINIA 
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Rebaters and| Twisters, Warning 


Much encouragement for the fight on 
unethical practices can be taken from 
the recent achievement of the New York 
Association of Life Underwriters in se- 
curing conviction of a policyholder under 
suspended sentence of accepting a re- 
bate. This is held a misdemeanor under 
the New York law and this policyholder 
insisted on the rebate, even though 
warned that it was illegal. The agent 
involved was in no way guilty, for he 
sought the advice of the insurance de- 
partment and the local association and 
proceeded with the writing of the policy 
at their suggestion. Through the ef- 
forts of Fred McKenzie, secretary of 
the New York Association, and Gustav 
Wuerth, president of the organization, 
the case was brought before the Brook- 
lyn court, where suspended sentence 
was handed down by the three judges 
sitting on the case. One case was sim- 
ilarly decided about five years ago, but 
that was brought by the insurance de- 
partment and it is difficult to get ma- 


terial necessary to secure the depart- 
mental aid, even when the department 
is willing to cooperate, which is not 
always the case in all states. This case 
stands as precedent for action brought 
on behalf of the public and therefore 
the association officers are planning a 
cases in the future. This should hold 
true, not only with rebating, but with 
twisting, where that is held illegal. And 
the New York assocjation has planned 
an intensive attack on both practices. 
With the cooperation of the managers, 
the association officers are planning a 
drive on all agents operating unethi- 
cally, both through legal steps and 
adoption of strict rules by the managers. 
The results in this first case in court 
are encouraging and there is optimism 
in New York as to the possibility of 
cleaning up a situation that has become 
unsavory—as is true in most metro- 
politan centers. The New York action 
may prove an incentive for similar ac- 
tion country-wide. 


Influence of the Stock Market 


In analyzing the causes of lapse in 
life insurance one company president 
has found that some policyholders in his 
institution that never played the stock 
market heretofore have been interested 
during the last two years when the mar- 
ket has been on the up grade. He has 
traced back many cases where people 
borrowed on their life insurance in order 
to get sums to make investments of a 
speculative nature. He regards this as a 
very dangerous tendency and deprecates 


Confusion as to 


THERE is always confusion when a 
new insurance company takes a name 
the same as one already in existence or 
very similar to it. Sometimes when a 
company reorganizes action of this kind 
is taken. In our opinion the NATIONAL 
CoNVENTION OF INSURANCE CoMMISSION- 
ERS should as a body frown down on 
this practice. Often one company gets 
into disrepute and the company of a 
similar name has odium cast upon it 
thereby. Agents in the field sometimes 
take undue advantage of similarity in 
names by reflecting on a stronger com- 
pany by inference. Publicity may be 
given to a concern that is detrimental to 
it. Another company of a similar name 
feels the effects. Agents through in- 


it, especially at this time. 

Undoubtedly the stock market boom 
has attracted funds that would otherwise 
have gone into insurance, savings ac- 
counts and investments of a more con- 
servative nature. People have heard of 
the vast sums made on the stock market 
and began to feel that they could go 
and do likewise. They will find eventu- 


ally that, after all, life insurance is the 
surest and most substantial way of sav- 
ing money. 


Similar Names 


nuendo or telling half the truth leave the 
impression often that the company of 
similar name is the one to which they 
are referring. 

Regardless of whether anything ever 
occurs that brings a company in disre- 
pute similar names cause endless confu- 
sion and trouble. 

The Nationa CoNvENTION oF INsuUR- 
ANCE COMMISSIONERS as a body could 
well take a stand on this question and 
through moral suasion attempt to have 
its own members refuse to approve the 
charter of a company that is taking a 
name similar to one already in the field. 
We believe the time has come when a 
halt should be called on this practice be- 
cause it is subject to grave abuse. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 




















A high record for monthly production 
for 1923 in the Reliance Life of Pitts- 
burgh was established in October by 
Saul Perlman and Hyman Rogal, a 
Pittsburgh insurance partnership, who 
wrote 23 cases for $530,000. Before 
forming their partnership in 1921, Mr. 
Perlman was manager of a real estate 
company and Mr. Rogal was assistant 
cashier in a bank. Thev contracted 
with the Reliance Life in 1924 and since 
that time have put into force approxi- 
mately $3,000,000 life insurance. They 
produced $1,124,733 in their contract 
year ending June 26, 1928. 


Nelson M. Way, famous a few vears 
ago as “Pi” Way, the Yale football 
star, has joined the Jones agency of the 
Canada Life in New York City. Mr. 
Way has been active in life insurance 
for the past eight years and has spoken 
frequently on sales work, in addition to 
proving himself an able personal pro- 
ducer. 


John D. Peake, district manager at 
Richmond, Va., for the Life & Casualty. 
who ran second in a_ three-cornered 
congressional race in the Third Virginia 
district, is thanking ‘his friends who 
rallied to his support to the tune of 
4,000 ballots. In a post-election state- 
ment, he disclosed that his main pur- 
pose in running was to help elect Hoo- 


ver as president. “That was accom- 
plished,” he added, “and I Vy very 
happy indeed.” Both he and J. E. May- 


nard, another member of the balck 
insurance fraternity, who emerged from 
the contest in third place, ran as In- 
dependents. 


President A. C. Tucker of the Royal 
Union Life has returned to his execu- 
tive duties following a year’s absence 
in the south because of poor health. 
President Tucker is.now in much bet- 
ter physical condition, although he states 
he may return to the south to spend 
the more severe months of the winter. 

The past 12 months President Tucker 
has spent considerable time in Texas, 
New Mexico and Arkansas, and a part 
of the time has been looking after the 
company’s loans and investments in 
those states. 


James A. McVoy, president of the 
Central States Life, and Mrs. Mary 
Anne Leggett of Columbia, Mo., were 
married Noy. 8 in St. Louis. Mr. and 
Mrs. McVoy left immediately for New 
York and Atlantic City for a honey- 
moon. 

Mrs. McVoy is a daughter of Mr. and 


Mrs. G. R. Summers of Columbia and 
a niece of Mrs. Frank A. Thompson, 
who is the president of the Central 


States Life Club. 


George I. Cochran, president of the 


Pacific Mutual Life and a director of 
many California corporations, recently 
donated $100,000 to the University of 
Southern California semi-centennial 
fund, according to announcement by 
the commission in charge of the fund. 

The Cochran family long has been 


identified with the University of South- 
ern California, Mr. Cochran having been 
a member of the board of trustees for 
more than 35 years, and for many 
years was treasurer of the institution. 
During recent vears he has served as 
president of the board of trustees. His 
father was also identified with the uni- 
versity, serving for a number of vears 
as dean of the institution, and for a 
period being acting president. 


John Murphy, who has become agency 
supervisor in the Bokum & Dingle gen- 
eral agency of the Massachusetts Mutual 
Life in Chicago, is one of the progressive 
men in the business who are adopting 


modern methods in agency work. He 
occupied this same position in the 
Massachusetts Mutual Life in Chicago 








| tual Life 











JOHN MURPHY 


Agency Supervisor, Massachusetts Mu. 
tual in Chicago 


1918 to 1925. Then he became 
agency superintendent with the Colum- 
bian National Life. The Bokum & Din- 
gle general agency of the company is 
growing steadily each year. 


from 


Harry E. Kirk, agent for the Central 
Life of lowa at Kansas City, has estab- 


lished a notable record by producing 
business for 637 consecutive weeks, or 
more than 12 years. 

Charles A. LaDue, secretary of the 


Mutual Life, died at his home 
in Binghamton, N. Y. He was ill for 
about 18 months. He was made secre- 
tary of the company when it was or- 
ganized 40 years ago and held the posi- 
tion until the time of his death. Previ- 
ously to organization of the Security 
Mutual he was associated with 
life companies. 


Security 


other 


E. C. Munsell of Lebanon, Kan., rep- 
resenting the Security Mutual Life of 
Lincoln, Neb., recently completed 
his 208th week in the App-A-Week 
Club. Assistant Secretary M. A. Hyde 
says that the company considers this 
record an unusually significant one in 
view of the fact that Mr. Munsell had 
two years of no crops in his territory 
and that he lives in a town of less than 
1,000 population. At one time the con- 
ditions were so bad in his section that 
he had to go into a new territory for a 
couple of months. So interested were 
his friends in his maintaining his stand- 
ing in the club that several of them ot- 
fered to take an application any tim 
that he found he needed that help. 


C. C. Day of Oklahoma City, general 
agent for the Pacific Mutual Life and 
vice-president of the National Associa- 
tion of Life Underwriters, has gone +t 
San Antonio, Tex., to recuperate, after 
several weeks’ illness. He is reported 
greatly improved and is expected 
return to his office within a week or so. 

Kenneth W. Snyder, in charge of the 


life insurance department of R. B. Jk nes 


& Sons, Kansas City. Mo., was marrie¢ 
on Nov. 7 to Miss Mary Louis Lennon 
of that city. Mr. Snyder was formerly 


general agent of the John Hancock Mu- 
in Kansas City. 


vice-presiden 
Life of onievil ’ 
Life & Accident, 
for judge of the 
third divis 
big Repub! 


and stat 


William W. Thum. 
the Kentucky State 
formerly the Louisville 
was beaten in his race 
common pleas court, 
leffercon county. in the 
landslide. in which city 
strongly Republican. 
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ARE YOU A TRIPLE-THREAT MAN? 


Tue TRIPLE-THREAT MAN, THE FELLOW 

WHO CAN KICK, RUN AND PASS IS THE 

ONE THAT IS FEARED MOST ON THE 
GRIDIRON. 





WHEN YOU ARE IN THE FIELD, HAVE 
YOU THREE OFFENSIVE METHODS OR DO 
YOU RELY ON ONLY ONE? 





OUR 

















LIFE—ACCIDENT—HEALTH 


DEPARTMENTS WILL ENABLE YOU TO 
MAKE BIG GAINS AGAINST THE REST 
OF THE FIELD. 
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) THE SENTINEL LIFE INSURANCE 
| | COANE 


| HOME OFFICE KANSAS CITY, MO. 
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Your Group Business 


When placing group insurance make 
sure of three things— 

The contract—is it clear with every 
contingency automatically provided for? 

Is the claim service widely known for 
fairness and promptness? Group claims 
are frequent. 

What about plans for bringing new 
employees into the plan so that the group 
will continue to qualify without the neces- 
sity of reselling? 

In group insurance service means some- 
thing. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 

















POLICYHOLDERS’ 
MONTH 


It would be interesting to have our statistician figure 
out how far the line would reach if all our mailings 
during Policyholder’s Month were placed side by 
side or end to end, 


BUT it is far more significant to know that these 
mailings, going out to policyholders during October, 
mean millions of dollars in extra business to MU- 
TUAL TRUST Agents throughout the country. 


Satisfied policyholders and satisfied salesmen are re- 
sponsible for the steady and substantial growth of 
this Company. 


CARL A. PETERSON, Vice President 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
CHICAGO, ILLINOIS 
cAs Faithful as OLD FAITHFUL” 
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MISSOURI STATE IN MEMPHIS 





Ricks Strong, Formerly Little Rock 
| Manager for Company, Heads 
| New Agency 





| Recognizing Memphis as an impor- 
| tant production center of the south, and 
in consideration of the company’s rap- 
| idly expanding business, officials of the 
Missouri State Life have announced the 
| opening of a new branch office in that 
| say with Ricks Strong as manager. 
Mr. Strong was formerly manager of 
| the company’s branch at Little Rock. 
To celebrate the opening of the Mem- 
phis offices, a luncheon was given at 
which approximately 100 prominent 
business men of Memphis were present 
as guests of the company. Hillsman 
Taylor, president of the Missouri State, 


presided. 

Ricks Strong, a young man still in 
his 30s, and one of the best known in- 
surance executives in the south, is a 


striking example of what perseverence 
and hard work will accomplish in the 
| insurance field as in other lines of en- 
|}deavor. A native of Arkansas, he grad- 
| uated from Henderson-Brown college in 
Arkadelphia, Ark., and immediately took 
| up insurance work. In 1923 he joined 
| the Missouri State Life as an agency 
|} special and in 1926 was appointed man- 
lager of the Little Rock branch, which 
post he held until his appointment to 
| the Memphis territory. During his 
managership in Little Rock, that branch 
| has become one of the leading branches 
| of the company. 





F. D. Crawshaw 

F. D. Crawshaw has resigned as Pe- 
oria, Ill, general agent for the Aetna 
Life in its life and accident and health 
departments to devote himself to his 
personal interests. Mr. Crawshaw’s res- 
ignation becomes effective the first of 
the year. He will continue to represent 
the company in production of new busi- 
ness and will devote himself to his own 
casualty and fire insurance business. 





A. B. Allen 


The Amicable Life announces the ap- 
pointment of A. B. Allen as supervisor 
with headquarters in Abilene, Tex. He 
was formerly a school teacher and has 
had an agency contract with the Amic- 
able for seven years. 


C LIFE AGENCY CHANGES 
| 


Phoenix Mutual in Hartford, his for. 
| mer home, he was appointed manage 
at Olean, N. Y., and was later tran; 





Paul Tally and J. M. Floyd 


J. N. McLean, general agent at Jack- | 
son, Miss., for the Penn Mutual, has ap- | 
pointed two associates, Paul Tally and 
J. Milton Floyd, who are working at 
Hattiesburg, Miss. Mr. Tally has been 
in educational work, having been con- 
nected with Marion Military Academy, 
Marion Military Institute and the State 
Teachers’ College. Mr. Floyd went to 
Jackson in 1924 and joined the Mutual 
‘Benefit Life as district manager. 


| D. M. Conway 
J. Ray Davis, 





general agent of the 
Penn Mutual at Erie, Pa., announces 
that D. M. Conway, a member of the 
Brown & Davis agency since 1921, will 
hereafter devote most of the time to the 
supervision of the agency and will have 
the title of associate general agent. He 
graduated from George Washington 
University in 1917. He is president of 
the Erie Life Underwriters Association, 








Harry Thomas 


Harry Thomas has been appointed 
agency supervisor for Oklahoma for the 
Jefferson Standard Life, succeeding C. 
E. Norcross of Tulsa. Charles S, Cald- 
well is state manager. Mr. Thomas will 
make headquarters in the state agent's 
office in the American National Bank 
building, Oklahoma City. He was for- 





merly with the Mutual Benefit Life. 
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WILLIAMS TO HOME OFFIC 


| Seattle Man in Agency Department ; 
Phoenix Mutual Life—Succeeded 
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by S. B. Carlton 





Jay E. Williams of Seattle, for seve 
years Washington general agent for th 
Phoenix Mutual Life, has been Called 
to a position in the agency departmer 
at the home office of that company. H, 
will be succeeded by S. B. Carlton, for 
merly associated with the Western Uy 
ion Life at Spokane. 

Mr. Williams has been very prom 
nent in the activities of the National As 
sociation of Life Underwriters, servi 
as its secretary in 1925-26. 

Mr. Williams’ appointment as agenc 
assistant at the home office is effective 
Dec. 1. After brief experience with th 














JAY E. 


WILLIAMS 
ferred to Buffalo as manager. He went 
from Buffalo to Seattle. 

Mr. Williams’ duties in his new posi- 
tion will consist chiefly of field work. 
He will assist in strengthening the va- 
rious field units of the company through- 
out the country and in the securing of 
agency managers and members of the 








company’s field personnel. 
R. L. Stockman 
R. L. Stockman, supervisor of Ne- 


braska agents for the Merchants Life 
of Des Moines for the last two years, 
has been made supervisor of the Mis- 
souri valley division of the Lincoln Na- 
tional Life, following the recent merget 
of the two companies. Although Mr 
Stockman will continue to reside at 
Sioux City, Ia., his duties will take him 
out in the field much of the time. 





Harry E. Waller 


Harry E. Waller, who has been as- 
sociated with the I. T. Heard general 
agency of Penn Mutual in Augusta, Ga. 
has gone into business for himself. He 
will be district manager at Augusta for 
the Sun Life of Canada. 





Ira L. Gregory 


Stuart K. King of Portland, who re- 
signed recently as general agent in Ore- 
gon and Idaho for the Mutual Benefit 
Life, due . ill health, will be succeeded 
by Ira L. Gregory, transferred to Port- 
land from the general agency at 


Providence, R. I 


East Goes to Agency End 


T. A. East has been transferred from 
the conservation division of the Wester! 
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States Life to the agency department. 
Mr. East is assistant secretary. He 
started with the company Feb. 9, 1914, 
working in the field in conservation and 
personal production. He gave up solic- 
‘ting in 1920. He was made assistant 
secretary Feb. 12, 1924. He will remain 
at the head of the conservation work 
but will give most of his time to the 
-y department. 


E. E. Corbitt 


E. E. Corbitt has been appointed 
general agent in Oklahoma City for the 
Capital Life of Denver. Agency head- 
quarters have been established in the 
Perrine building. 


Caleb W. Baldwin 


Caleb W. Baldwin, who is now vice- 
president of the Seattle Life Under- 
writers’ Association, has been appointed 
general agent for the state of Wash- 
ington for the Connecticut Mutual Life 
He succeeds H. W. McDonald 


age lic 








O. W. Williams 


The appointment of O. W. Williams 
as supervisor of agents in Oklahoma 
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the company as an agency special in 
1925 and a year and half later was 
made assistant manager at Little Rock. 
He is a graduate of the University of 
Missouri and saw service in the United 
States navy during the World War. 





E. T. Proctor 


| E. T. Proctor of Lexington, Ky., dis- 
trict agent of the Northwestern Mutual 
Life, has been appointed general agent 
of the company in Tennessee, effective 





Dec. 1. Mr. Proctor is a graduate of 
| the University of Kentucky He will 
|have his headquarters in Nashville, 
enn. 
Life Agency Notes 
The Abraham Lincoln Life has estab- 
lished a unit office at Cleveland. This 


unit will operate under the name of Klein 
& Rosenbaum. 

William P. 
the staff of 
agent of the 
has gone to 
ciated with 

Richard C 
Metropolitan Life, 
tion with the Kansas City 
Guardian Life under A. E 
will act as special agent and will 


Van Altena, connected with 
Paul H. Kremer, general 
Penn Mutual at Milwaukee, 
Oakland, Cal., to be asso- 
John P. Davies. 

Anderson, formerly with the 
has formed a connec- 
agency of the 
Myers He 


for the American National has been | #te in Kansas City. 

announced by T. J. Lucado, Oklahoma John B. Kenna, manager of the Cincin- 

ence - ie ’ nati office of the Northwestern National 

manager. Life announces the appointment of two 

——— new members to his agency force, Ben 8S 

Jack Lynn Taylor, who was formerly with the Club 

Aluminum Company as manager in Cin- 

lack Lynn is the new manager for | cinnati, and William Dager, who comes 

the Tittle Rack Art hail . . | from the Central M. C. A. of Cin- 

ne Little " Rock, _Ark., branch of the cinnati, where he was in the membership 
Missouri State Life. He started with | department 


























CLEAN SWEEP IN OHIO SEEN 


Some Speculation as to Superintendent 
of Insurance Under Republican 
Regime 


With the election of Myers Y. Cooper, 
Re~ublican, as governor of Ohio, there 
will be a clean sweep, in all probability, 
of the state offices under the control of 
the governor. Democrats have been in 
power for six years in these offices. 
Among the appointments to be made by 
the governor, or rather by the new di- 
rector of the department of commerce, 
with the governor’s approval, will be a 
superintendent of insurance, to succeed 
Superintendent William C. Safford, 
Democrat, who succeeded Harry L. 
Conn in that position. Up to this time 
there has been little or no speculation 
as to whom Governor-elect Cooper will 
select to head the insurance department. 
During the campaign it was reported 
that if Mr. Cooper were elected he would 
name Congressman Charles Brand of Ur- 
bana. Mr. Brand was responsible for the 
investigation of fire insurance rates in 
Ohio, and the circulation of this report, 
it is believed, was done for the purpose 
of injuring Mr. Cooper's candidacy. Mr. 
Brand has been reelected to Congress 
and would not accept the position were 
it offered him. He is not an insurance 
man. 

About the only name suggested in 
connection with the a-rointment is that 
of Judge C. S. Younger of Celina, 
special counsel in the office of the at- 
torney general in charge of insurance 
matters. He served as deputy insurance 
superintendent under Superintendent B. 
W. Gearhart and when the Democrats 
got control he was transferred to the 
attorney general’s department. He has 
had charge of all the insurance depart- 


ment's legal business for the last six 
years. Two of the cases which he 
handled were carried to the United 


S tac ~ ~ 
States Supreme Court where the state | 


was declared the victor. Briefs prepared 
by Judge Younger in several insurance 
cases have been widely sought. It is 
delieved that he is in closer touch with 
ne insurance matters of the state than 
possibly any other person who might 

considered for the appointment 


e 


| PENN MUTUAL SCHOOL STARTS 


| — 
| Director Coffin Begins His Training 
Work in Connection With Home 
Office General Agency 


The Penn Mutual has begun that part 
of its supervisory program which is cov- 
ered by educational instruction in its 
various general agencies. Vincent B. 
Coffin, director of education, is in 
charge. The home office agency in 
Philadelphia was the first to be reached, 
with a class of 30 which is now receiv- 
ing a two weeks’ drill, with a session 
each morning and each afternoon, John 
A. Stevenson and Vincent B. Coffin are 
the instructors in the salesmanship sub- 
jects, and Jesse H. Pratt, and Benjamin 
A. Brooks and George T. Ashton are 
dealing with the technical aspects of 
life insurance. The course is divided 
into three parts. Vincent B. Coffin is 
expounding the “Background of Sell- 
ing.” It deals with the relation of life 
insurance to life’s needs, touches the 
human note, and discusses motives for 
buying. John A. Stevenson is dealing 
with the “Foreground of Selling,” and 
is making the practical application, 
through an exposition of the various 
phases of life insurance salesmanship. 
The technical instruction will cover suf- 
ficent ground to acquaint the students 
with so much of the underlying prin- 
ciples of the science of life insurance as 
may be useful in their work. 

Satisfactorily to complete the course 
the students must pass examinations at 
the end, and, in addition, must produce 
at least two applications during the 
two weeks. Also, they must make daily 
reports. 

This procedure in the 

held throughout 


will be the 
agency classes to be 
the country, with instructors working 
under the. direction of Mr. Coffin. Oral 
instruction is to be a permanent part of 
the Penn Mutual's supervisory system. 





Elect Committee Members 


Anxious to help solve management 
| problems, the committee in charge of 
the friendly conference of general 
agents, managers and superintendents of 
the Philadelphia Association of Life Un- 
derwriters has sent its members a sug- 
which to enumerate 


| gestion sheet on 


That Company in an 





EXPANDING MOOD 





Presents wonderful oppor- 
tunities to men of character 


and good records. 


Splen- 


did openings in California, 


Utah, Oregon, Idaho, 


Wyo- 


ming, Arizona, Texas and 


Oklahoma. 


Direct Home Office Con- 


tracts with full liberal com- 


missions. 


Insurance in force - $100,000,000 


Admitted Assets’ - 


For full information write 


14,250,000 


J. ROY KRUSE, President 


CALIFORNIA STATE LIFE 


Insurance Company 


SACRAMENTO 


CALIFORNIA 
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Supervisors Wanted in Ohio 
Real Opportunities for the Right Men 


We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 


W. T. O’DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 340 MILLIONS IN FORCE 


The Reason 


will interest youif....... 


es | 
in 
ten years 


12 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


| 


TERRITORY OPEN 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing its assets and insurance- 
in-force by more than twelve-fold in 
ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 





If you will write I. A. Morrissett. 
president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


Eight millions of increase first eight 
months of 1928. 


In Ohio, Michigan, District 
of Columbia, West Virginia, 
Georgia, Alabama and 
Louisiana, 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 

























ideas and proposals for the mutual good 
of the conference. 

At a meeting of the executive com- 
mittee of the conference, J. O. Jensen 
Aetna Life, was elected vice-chairman 
of the executive committee. 

T. Leiper Black, Connecticut Mutual, 
and Clarence K. Schonck, Penn Mutual, 
were elected to the executive commit- 


tee. Henry Chubb, Peoria Life; Elliott 
Glenn, Mutual Benefit; A. B. Levy. 
Equitable of New York, and J. C. 
Staples, Pacific Mutual, were made 


members of the friendly relations com- 
muttee. 





Ask Receiver for American Citizens 


Suit was filed in Columbus, O., this 
week for the appointment of a receiver 
for the American Citizens Life. The 
action was brought by Carl Loeser, a 
stockholder, who alleges that while the 
company was organized July 31, 1925, 
with a capital of $100,000, nothing has 
been done other than collect $75,000 on 
stock subscriptions. A. P. Sandles, W. 
H. Fledderjohann, Warner P. Simpson 
and others are named as defendants in 
the action. The application for a re- 
ceiver will be heard in the common pleas 
court. 





Dr. Schilling Is Cleveland Speaker 


Dr. C. E. Schilling, medical director 
of the Ohio State Life, addressed a gath- 
ering of life insurance writers in Cleve- 
land this week. “To me,” said Dr. 
Schilling, “you are not salesmen selling 
a commoditv, you are not salesmen sell- 
ing $1,000 or $10,000 of insurance for 
the sake of the commission—you are 
bigger than that. What you really are 
doing is insuring the stability of our gov- 


ernment, insuring the stability of the 
greatest country the world has ever 
known—that is what you are doing. 
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case Sept. 13 after complaint had bem 
made to the department that Moore hy 
been guilty of various irregular and y, 
ethical practices. Among the charg 
against Moore was that he forged ce 
tain signatures of applicants in soliciting 
additional insurance from policyholde 
of his company. 









Lawson to Head Department 


Edgar G. Lawson, the state audi 
elect of West Virginia, who will be e. ; 
officio insurance commissioner, is vic. i 
president of the Guaranty Investme 4 
Company of Charleston, which is doix 
a mortgage business. Mr. Lawson 
held in high regard by those who kno 
him. It is stated that he will make ; 
change in the department personnel, rx 
taining Capt. W. E. White as depu: 
Capt. White is most efficient. 





> eS Nearer 


Sets New October Record 


October sales records of the wester 
Pennsylvania department of the Reliance 
Life of Pittsburgh were broken wi 
578 sales for $2,232,000 life insurance by! 
agents competing in the 1928 salesmen: 
contest in the Pittsburgh district. Thi! 
was a gain of $562,000 over the sam 
period in the contest last year. Th 
164 agents in the department are divide 
into five teams captained by Hyma 
Rogal, Saul Alexandre, James A. Quin: 
and A. T. Ninness of Pittsburgh ané 
Wilson Slick of Johnstown. The goa 
of the contest, which ends Dec. 27, i: 
$5,000,000 insurance for the last quarte J 
of 1928. - 4 
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Regenstein Doing Good Work 


General Agent Ellsworth Regensteis 
of the Inter-Southern Life in Cincin- 
nati, who is state manager, has built u 








Whether you agree with me or not, that 
is my conception of your job.” 





Life Agent Suspended 


The license of C. E. Moore, a repre- | 
sentative of the Great West Life at De- 
troit, has been suspended for a year, ef- | 
fective as of Nov. 15, by the Michigan | 
department. A hearing was given in the | 


a very substantial business, i 
now having in force $8,000,000. Hi 7 = 
men wrote over $500,000 in October 


While building up the Cincinnati agency 4% 
Mr. Regenstein has given much time to 
the business in other parts of the state 
P. M. Flannery was the leading pro 
ducer in Cincinnati last month, securing 
100 applications. C. O. Morgan was 
second with 58 applications. 
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HOPE FOR REAL DEPARTMENT 


Insurance Men of Nebraska Look to | 
New Governor, A. J. Weaver, 
to Assist Them 


LINCOLN, NEB., Nov. 14.— Ne- 
braska insurance men’s hopes for a 
separate bureau in the state government 
have been revived by the election of A. 
J. Weaver as governor. Mr. Weaver 
has pledged a revision of the code de- 
partments of the state government, the 
elimination of some and the amalgama- 
tion of one or two, the main object 
being .to have some other state execu- 
tive officer than the governor have di 
rect control and responsibility. 

Former Governor Bryan, who was 
defeated by Mr. Weaver, paid little at- | 
tention to the requests of insurance lead- 
ers to give the bureau a better status 
He not only cut the appropriation made 
for it, but refused to name a head for 
it, leaving the chief clerk in charge dur- 
ing his two years, with the secretary 
of trade and commerce department, of 
which the insurance bureau is a part, 
passing on its policies. 

During Mr. Dumont’s four vears the 
bureau has widened its activities and 
enlarged its usefulness, to the approval 
of insurance men, and they hope to re- 
tain him in the service. They supported 
Mr. Weaver largely, and feel that thev 
will get a sympathetic audience to their 
plea for a separate bureau. The num- 
ber of bank failures has loaded work 
on to the secretary of trade and com- 








merce, banking being his principal su- ! 


| to aid. Governor Weaver is committe 


| departments, with 
| penses the secondary consideration 


| EXPECT FREEDY TO STAY ON 








pervisory work. This fact is expected 


to a policy of higher efficiency in a! 
a reduction in e% 





Wisconsin Commissioner Not Likely to 
Be Affected by Change of Admin- 
istration There 


MILWAUKEE. Nov. 14.--Unlik 
former years in Wisconsin, when t! 
position of insurance commissioner has 
been a political football with the chang¢ 
of administrations, it appears this yea! 
that Milton A. Freedy, present commis | 
sioner, will fill out his term of office 
which does not expire until July 1, 193! 

Walter J. Kohler was elected governor 
by a big majority. There have been 1 
signs during this campaign of sweeping 
changes in appointive offices, such 2 
there were two years ago. Mr. Kohler: 
principal idea during his campaign was 
the giving of a business administratio 
to the state. 


Commissioner Freedy was appointee 
in January, 1927. when Governor Zim- 
merman took office, for the unexpirt 
term ending July 1, 1927. When tha: 
term expired he was reappointed for 4 
full four-year term. } 


Operated on Business Basis 


Leading insurance men in Milwaukee 
feel that Commissioner Freedv w Wy D 
continued in his office during Mr. Ko 
ler’s regime, because his policy of r 
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ating the Wisconsin insurance depart- 
ment has been on a business basis. He 
was not a politician. Prior to his being 
appointed he had never been in politics 
nor held political office, and when he 
took over the commissionership he em- 
phasized the fact that he was not a poli- 
tician and that he would run the depart- 
ment without any strings on him. 

Commissioner Freedy’s business pol- 
icy in the department coincides with the 
attitude of Mr. Kohler, in operating 
state affairs as he would a_ business. 
Since Mr. Freedy took office his depart- 
ment has functioned efficiently, one 
‘ndication being the fact that reports 
of the department were issued months 
earlier this year than formerly. There 
have been no radical changes in the de- 
partment, but there has been a coordina- 
tion of duties. Commissioner Freedy 
said when he took charge that there 
were very capable men in the depart- 
ment and he did not plan to disrupt the 
organization there. 








Administration Highly Satisfactory 


Commissioner Freedy’s administration 
has been very satisfactory to insurance 
interests. His appointment was regarded 
favorably by the insurance fraternity, 
which saw in him a practical insurance 
man who knew the problems of the 
company, the agent and the assured, and 
would give his best to all sides. Even 
though his schooling had been in fire in- 
surance, the other branches of the busi- 
ness knew he would give as much study 
and consideration to their problems as 
to that in which he was trained. 

There have been no promises made 
by Mr. Kohler regarding positions of 
importance in the state government. 
Judging from his years in business, it is 
felt throughout the state that he will 


make such appointments for the best in- | 


terests of the state. 





KANSAS LIFE MEN TALK 
LEGISLATIVE PROPOSALS 





Kansas life insurance men are dis- 
cussing three propositions which may 
be presented to the legislature for con- 
sideration and possibly an organized ef- 
fort will be made to pass some of them. 
rhe policy of the various organizations 
has not been determined. A check-up 
is being made of members of both 
branches of the legislature, and when 
this is completed it will be determined 
whether the campaigns will be under- 
taken. 

Fraternal societies are planning to re- 
new their fight for authority to issue 
closed policies. This was presented to 
the legislature four years ago but was 
not acted on and was not suggested in 
the last legislature because of the in- 
surance code. 

The old fight of the old line compa- 
ues to drive out the stock-with-policy 
companies is also looming up. There 
is little danger from this source under 
the new administration as Commis- 
sioner-elect Hobbs had the backing and 
support of the old line life companies 
in his primary campaign. But a pro- 


hibition against the stock-with-policy 
companies would have the commis- 
sioners support and could be enacted 


more easily now than at any other time. 

Che Topeka Association of Life Un- 
derwriters has a committee named to 
make the drive in the legislature to 
abolish the 2 percent premium tax. The 
National association has decreed against 
the tax. While there is no hope of 
tavorable action on the proposition in 
the coming legislature, the plan is to 
start building the propaganda and grad- 
ually work at the plan until the pre- 
mium tax is abolished. 





COMMISSIONER DUMONT IN 
WAR ON “TRICK” MUTUALS 





LINCOLN, NEB., Nov. 15—Com- 
missioner Dumont has been having 
some trouble lately with persons form- 
ing mutual insurance companies 
who are promising, as an induce- 
ment to the public to buy policies, that 
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later the companies will be changed 
into stock companies. One company 
had been attaching a rider in which 
this promise was specially set out, to 
be redeemed when a certain volume of 
business had been put on the books. 
This is without any authority in law. 
Mr. Dumont says that it is assumed 
that they are organizing as mutual com- 
panies, and the right to determine 
whether at a later date the transforma- 
tion to a stock company shall be made 
rests entirely with the persons who be- 
come members through the purchase of 
policies. It is not for officers and pro- 
moters, but for members, to say whether 
| they believe that better results could be 
obtained by operating a stock company. 
The department has sent out a warn- 
ing that no policy must be offered or 
sold on the basis of a proposition of 
this character, where it is used as an 
inducement to make a sale. 





Minnesota Laws Control 


Minnesota insurance laws have pre- 
cedence over those of the home state 
of a company operating in that state 
when it comes to settling claims, the 
state supreme court has ruled. It re- 
versed the lower court, which awarded 
insurance to the divorced wife of a man 
who carried a policy in the Modern 
Brotherhood of America, an Iowa fra- 
ternal. 

After the divorce the insured neg- 
lected to change the beneficiary in the 
policy and when his former wife 
brought suit for the amount under the 
Iowa charter of the fraternal, the lower 
court upheld the claim. The Iowa laws 
provide for such a settlement but the 
supreme court ruled that under the Min- 
nesota statutes the proceeds should go 
to the administrator of the estate. 








Take Larger Quarters 


John S. Baima, manager of the Amer- 


ican National of Galveston in Chicago, 
moved this week to larger quarters in 


the new section of the Insurance Ex- 
change, where he will occupy offices 
jointly with the Affeld-Heise Agency. 


Mr. Baima has recently effected a gen- 
eral agency connection for life insurance 
with the Affeld-Heise Agency, which 
made it necessary for the latter to al- 
most double the space they formerly oc- 
cupied. The agency now represents the 
North America, Phoenix of Hartford 
and Automobile, and is general agent 
for the Niagara Fire, Mechanics & 
Traders and Sun Indemnity. It has also 
just been appointed general agent for 
the Alliance. 





Sun Going Strong in Chicago 


D. J. Scott, Chicago manager of the 
Sun Life of Canada, announces that so 
far this year his agency has paid for 
upward of $11,000,000 of business, and 
that production to date is 100 percent 
larger than production for the same pe- 
riod of last year. 





Revive University Group Plan 


The proposal to provide group insur- 
ance for the faculty and other employes 
of the University of Minnesota will be 
taken up by the regents in December. 
This matter has been pending for two 
years but because of a question as to the 
legal right of the regents to proceed the 
plan has not been carried through. The 
regents recently won a favorable court 
ruling which cleared up the legal diffi- 
culties and they now expect to go 
through with the project. 


Life Notes 


The Louisville Life & Accident, which 
recently changed its name to the Ken- 
tucky State Life, has moved its offices 
from the Starks building to 1612 Hey- 
burn building, Louisville. 

An exchange of speakers will be made 
next monday by the Frank {Pennell 
agency of the State Mutual and the Mc- 
William & Hyde agency of the Penn 
Mutual in New York. Willis Blackwell, 
known widely as the speaker with the 
vigorous talk on “Work.” will address 
Mr. Pennell’s agents, while the latter 
will speak before the Penn Mutual 
| agents. 











LIFE OPPORTUNITY 


Attractive agency contracts available for experi- 
enced or inexperienced salesmen in 
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The LIBERTY LIFE 


INSURANCE COMPANY 
Topeka, Kansas 


CHARLES A. MOORE, PRESIDENT 




















$75,000,000 IN MICHIGAN 


Concentration of activities in a limited terri- 
tory—maintenance of a personal interest in 
every Detroit Life salesman—constant, con- 
scientious service to Detroit Life policy- 


holders. 


These have been some of the factors result- 
ing in over $75,000,000 of insurance in force 
on the lives of Detroit Life policyholders in 
Michigan. 

To salesmen who contemplate entering the 
life insurance business and others voluntarily 
seeking a new opportunity, we shall be glad to 
outline the opportunities we can offer in 
Michigan territory. 


DETROIT LIFE 
INSURANCE COMPANY 


“‘The Company of Service’ 
M. K, O'Brien, President 
Home Office: Park Ave. at Columbia, Detroit, Mich. 
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Lamar Life Inaugurates Training 
Courses for Its New Field 
Men 





The Lamar Life of Jackson, Miss., 
will open its agency school at the home 
office Nov. 24. Membership in the class 
will be limited td ten. It will hold 
schools at regular intervals for instruc- 
tion for new agents. The men will be 
selected by district managers. Their ex- 
penses will be paid by the company 
while in Jackson. The principal teach- 
ers will be Rex B. Magee of the home 
office, who took the Rockwell life in- 
surance course, and A. E. Babbitt, the 
actuary. Other officers will discuss spe- 
cial subjects. 


Opens Florida Office 


The Sun Life of Canada has opened 
a Florida office at Jacksonville, with A. 
LeRoy Johnson as manager. He was 
for a number of years with the Travelers 
both at Atlanta and Jacksonville. Man- 
ager Wilson of Atlanta has had super- 
vision over Florida for a number of 
vears and the state will still report to 
him. 


“Oklahoma Indians” Meet 


The quarterly meeting of the “Okla- 
homa Indians” of the Liberty Life of 
Birmingham, Ala., was held in Okla- 
homa City, with R. C. Howard, man- 
ager of all states west of the Missis- 
sippi, in the chair. The key address 
was made by Frank P. Samford of 
Birmingham, secretary-treasurer of the 
company, on methods of selling insur- 
ance. 

The “Oklahoma Indians” include the 
agents for the company who operate in 
Oklahoma. A. Cooley of Sapulpa 
was elected to succeed Mr. Howard as 
first chief (president); R. L. Meridith, 
Shawnee, was elected second chief; G. 
J. Brown, Cushing, third chief; Leslie 
L. Tilley, Oklahoma City, scribe. The 
club will meet again in April, at Okla- 
homa City. 


Field School at Richmond 


The E. M. Crutchfield agency of the 
Equitable Life of New York at Rich- 
mond, Va., has just concluded a suc- 
cessful field school conducted by E. A. 
Williams, home office representative. 
There were 35 agents in attendance. 





Complaints Are Dismissed 


Complaints made to the Oklahoma 
insurance board against Ray Childers 
and W. C. Montgomery of Altus were 
dismissed Friday. Both men are agents 
for the Southwestern National Life of 
Enid, Okla., and were accused of mis- 
representation of policy contracts. The 
board failed to find sufficient reason for 
the complaint, according to A. L. Roark, 
secretary. 


Flint Takes Partner 


The H. C. Flint agency of the Min- 
nesota Mutual at Paducah, Ky., has 
heen reorganized. <A _ partnership has 
been formed with H. C. Flint and Floyd 
Brummett as members. Mr. Brummett 
is an experienced life insurance man. 





Protective Life’s Housewarming 


The Protective Life’s new 14-story 
building at First avenue and Twenty- 
first street, Birmingham, Ala., consid- 
ered by building experts as a master- 
piece of modern architecture, was opened 
to the public last week with a great 
“housewarming.” 

The building is of light gray granite 
and glazed terra cotta, golden cream 
in color. The roof is emerald green 
copper. It is richly finished in the in- 
terior. A striking feature is the recessed 





vault richly ornamented with decora- 


tive modeled panels. 


No Change in Arkansas 


As was expected, the Democratic tic- 
ket was elected by the usual overwhelm- 
ing and decisive majorities in Arkansas. 
Harvey Parnell was elected governor for 
two years. James Maloney, the present 
insurance commissioner, is a_ strong 
friend and supporter of Governor Par- 
nell and there is no probability of any 
change in the office. Mr. Maloney has 
served two years of a six-year term 
and is removable only for cause. His 
administration has been satisfactory and 
progressive and there is no reason for a 
change. Unless some other position 
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more attractive should develop, causing 
Mr. Maloney’s resignation, there is no 
reason to expect any change for the 
next four years. 


Aid Community Chest Drive 


Among the life underwriters who are 
specially active in putting over the 
annual Community Chest drive in Okla- 
homa City are Josephine Lincoln, sec- 
retary Oklahoma Association of Life 
Underwriters, and Neal O'Sullivan, spe- 
cial agent for the Equitable Life of New 
York. Miss Lincoln was assigned to 
direct the campaign in the schools. 


Recommend Appropriations 


The Texas board of control has 
recommended appropriations for the in- 
surance commission to the next legis- 
lature of. $672,570 for the biennium be- 
ginning Sept. 1, 1929. Of this sum the 
life insurance division will receive $111,- 
840 with salaries of $30,570 each year. 
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PACIFIC NATIONAL STARTS 





New Salt Lake Company Has Been 
Licensed With Carl R. Marcusen 
as President 





SALT LAKE CITY, Nov. 15.—Ac- 
tive selling of insurance has been opened 
by the Pacific National Life, recently 
organized here with capital and surplus 
at $3,000,000. Permission to sell insur- 
ance was granted by the Utah insurance 
commission after thorough examination 
of the company, and selling operations 
were immediately begun. 

The company, one of the largest new 
insurance companies to be organized, 
will begin immediate investment of its 
earnings, and is also prepared to pursue 
a program of expansion, according to 
the announcement of Carl 
cusen of Price, president. Home offices 
of the company are in the Deseret Bank 
building, Salt Lake City. 

Carl Herfurth, formerly of the State 
Life of Montana, will serve as actuary 
and Dr. George W. Middleton as med- 


|ical examiner, assisted by Dr. W. R. 


Tyndale. 


Manufacturers Life Men at Portland 


A. MacKenzie, manager of agencies 
and A. R. Ferguson, agency director of 
the Manufacturers Life, were guests of 
honor at a banquet at Portland, Ore. 

W. Jermyn, Portland branch man- 
ager, presided. 


Enters Impaired Risk Field 


Danford M. Baker, Jr., son of Dan- 
ford M. Baker, vice-president of the 
Pacific Mutual Life, has entered the 
impaired risk field and announces that 


R. Mar- | 





handling this class of business sub- 
mitted by agents and brokers. Mr. 
Baker has been active in life underwrit- 
ing in Los Angeles for the last 12 years, 
during which time he has been a big 
personal producer for the Pacific Mu- 
tual, frequently leading the field. 





Finds Coast Conditions Good 


Economic conditions in the Pacific 
Coast states are fundamentally sound, 
according to F. J. Williams, vice-presi- 
dent of the Metropolitan Life, who was 
a visitor in Seattle the past week. 

The Metropolitan now is spending 
$500,000 in expansion of its offices in 
the Pacific Coast territory, in prepara- 
tion for an increasing volume of busi- 
ness in 1919, according to Mr. Williams. 
It now kas more than $1,000,000,000 of 
insurance in force in the eight states 
west of the Rockies. Its commercial 
and real estate loans in these eight 
states amount to more than $50,000,000. 


England With Life Company 


Frank England, Jr., of Denver, who 
has been special agent for the general 
agency of Cobb, Miller & Stebbins of 
that city ever since its organization, has 
been appointed general agent of the 
Guardian Life for Colorado. Mr. Eng- 
land has been traveling through Colo- 
rado and Wyoming and has a large ac- 
quaintance with agents in those states. 
The members of the general agency pre- 
sented Mr. England with an automobile 
at a luncheon given in his honor on the 
last day of his service. 





Stewart Goes to Seattle 
H. J. 


J. Stewart, formerly assistant 
supervisor at Portland, Ore., for the 


West Coast Life has been transferred 


he has established complete facilities for | to similar position at Seattle. 
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DETROIT MANAGERS’ MEETING 


Discuss Variations in Classifications of 
Monthly and Commercial Policies 
—Next Meeting Dec. 10 


DETROIT, Nov. 15.—At its monthly 
meeting, the Detroit Accident & Health 
Managers Club discussed the variation 
in classifications of monthly and com- 
mercial policies, as well as methods of 
preventing fraud in making out policies 
and differences between agents and in- 
spection companies on prospect reports. 

Some companies, it was pointed out, 
require no medical examination on the 
part of the policyholder except such as 
might be asked from time to time by 
their own doctors. Still others, as was 








cited by several individual reports, de- 


manded prorating of reports where the 
policyholders carried life insurance with 
accident or disability clauses. 

A consensus of the meeting revealed, 
however, that more and more accident 
and health insurance is being sold today 
with accompanying large premiums be- 
cause many business men and other sub- 
stantial citizens are carrying greatly in- 
creased life policies. This, the mem- 
bers of the managers’ club believe, has 
made prospects more conscious of in- 
surance values. 


Over-Insurance Discussed 


Over-insurance also was brought up 
and discussed at the round table gather- 
ing. The consensus again appeared that 
Over-insurance could be avoided by 
proper inspection, while this and other 
problems could be generally solved 
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through increased fidelity and hones 
on the part of the agent. 
Vice-President F. C. Grainger a 
nounced that a committee had been a. 
pointed by President E. H. McFarlay 
to obtain speakers for future meeting 
The committee includes B. M. Stahl, 
the Federal Life, H. Barber of the Bz. 
ber Insurance Agency and Frank Hy. 
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MAY RAISE MONTHLY RATE; 


Death and Dismemberment Loss, 
Cause Heavy Drain on Companies 
Writing That Class 


_ A very peculiar situation exists tod 
in the monthly accident and health bys. 
ness and company executives are yer 
much puzzled over it. The record: 
show that within the past five year 
death and dismemberment losses hay: 
increased 200 percent. Claims on acc. 
dental deaths have been pouring in o, 
the companies and the resulting situ 
tion has developed a demand on th 
part of the companies for an_ increas. 
in rates to cover this condition. 

When this increase will go into ¢ 
fect, officials of companies writing the 
class profess not to know, althoug! 
some of them express doubts as | 
whether it will be put into effect be. 
fore the middle of next summer. Th 
increase in rates, they say, “will no: 
be above 10 percent, for we must hol 
our old business.” 

On the other hand, most of the com. 
panies find that their monthly premiun 
health business is very good. The bus:- 


ness is profitable and the loss ratio 
highly gratifying. It is only in th 
death and dismemberment cases that 


the companies seem to be getting hit 
and they are being hit hard. 





Anniversary Is Celebrated 


The American Life & Accident of S: 
Louis, of which S. B. Hunt is president 
celebrated its third anniversary with an 
agency meeting. .Plans for the rest o 
the year were made. The American 
Life & Accident is forging ahead in 
great style. There was a banquet with 
special entertainment and dance given 
during the evening of the convention at 
which the executives, agents, office em- 
ployes and others attended. The Amer- 
ican Life & Accident’s home office is 
at 320 North Grand avenue in St. Louis 


“Disappearance” Case Reversed 


PORTLAND, ORE., Nov. 15.—The family 
of a boy who disappeared on Mt. Hood 
without trace, less than an hour before 


Payment on his accident insurance be- 
came due, may collect $5,000 on the 
policy. 


The Mutual Benefit Health and Acci- 
dent refused to pay the policy and was 
upheld in federal court, contending that 
there was no proof that Brownlee (the 


insured) died before noon, when the 
policy lapsed. The company also con- 
tended that there was no proof that 


Brownlee’s death was accidental. 

The case was transferred to the cir- 
cuit court of appeals at San Francisco, 
which reversed and remanded the case 
Judge Rudkin, in a dissenting opinion, 
said that any decision would of neces- 
sity be based on the “wildest kind of 
guesswork.” Though thorough search 
has been made both winter and sum- 
mer, no trace of the body has been dis- 
covered. 





“Professional” Policy Sales Increase 


L. D. Edson, accident and health man- 
ager of the Zurich at the United States 
head office in Chicago, reports steadily 
increasing sales of the company’s “pro- 
fessional skill” policy. This contract 
guarantees to people of all kinds in- 
demnity for loss of use of those bodily 
members on which their skill depends. 
Many leading artists, surgeons, actors, 
n:usicians and other professionals havé 
bought the cover. 

Indicative of the breadth of the field 
in which the agent interested in the cov- 
erage can work is the fact that Jannes 
F. Anderson, the leading masseur of 
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Hollywood, who lists the strenuous 
pouglas Fairbanks and many other 
screen actors among his clients, has just 


insured his hands in the Zurich for 
$100,000. A number of Mr. Anderson's 
also have insured themselves 





loss through loss of 


Organize Planet Life & Accident 


Organization of the Planet Life & Ac- 
with home office at Fort Worth, 
announced. C. H. Sternburg, 
Des Moines insurance man, will be con- 
with the new company, which 


cident, 
is 


surplus of the same amount. 
Officers of the Southern Union Life of 


Fort Wortn are sponsoring the com- 
F pany, which will write accident and 
yealth business in Texas, and life in- 
surance in other states. 
Made Agency Director 
The Mid-Continent Life has made J.C. 


Salisbury agency director of its health 
and accident department. Mr. Salisbury 
nas had about 15 years of experience in 
the field. 


New Home for Utica Company 


UTICA, N. Y., Nov. 14.—Outgrowing its 
quarters at 70 Genesee street, the Com- 


mercial Travelers’ Mutual Accident is 
making arrangements to erect a new 
home at John and Oriskany streets. The 








LIFE INSURA 


new property, just acquired, has a 200 | 
foot frontage on Oriskany street and 113 
feet on John. It also will have outlets | 
on four streets. The new structure will 
be used exclusively by the association. 





New Preferred Risk Policy 


Life of St. 
accident and 


Louis 
health | 


Continental 
putting out a new 
policy for preferred risks. The policy 
is written only on Class AA, Class A 
and Class B risks and is expected to ap- 
peal especially to business and profes- 
sional men who want from $5,000 to 
$10,000 accident and health protection. 
The coverage is very liberal, including 
almost every character of accident and 
health sickness, together with medical 
treatment and hospital expense. 


The is | 





Round Table for Chicago Club 


of the 
Managers Club of Chi- | 


The feature meeting of the Ac- 


cident & Health 


cago, to be held at the Palmer House 
Monday noon, Nov. 19, will be a round 
table discussion on “What can we do} 
to interest the producer in our line?” 


| 
| 
| 
| 
D. M. Brovan of the Continental Casualty 
will open the discussion on this question | 
and five minutes will be allotted to each | 
speaker who has some good ideas to| 
present on the subject. The discussion | 
was requested by a number of members 

production of | 
and is ex- 
valuable 


in the 
business 
very 


interested 
and health 
out 


who are 
accident 
pected to bring 
suggestions. 


some 
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Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 


Organized 1845 
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WESTERN & SOUTHERN NEWS 


Number of Promotions Have Been 
Announced by Company Covering 
Men in the Field 


Cc, H. Fulton, former assistant of the 
Cambridge, O., district of the Western & 


Southern Life, has been placed in 
charge of that district. C. J. Lamb, for- 
merly assistant at the Logan, Ohio, 
office is now superintendent at Pitts- 
burgh East. 

The following men have been pro- 





the year are: Superintendent W. Peg- 
low, Chicago-Irving Park; Assistant Su- 
perintendent J. J. Churnovic, Joliet, I1.; 
and Agent C. D. Glynn, Terre Haute, Ind. | 


CHANGES BY JOHN HANCOCK 
Number of Promotions of Moment Are 
Announced Among the Field Forces 
of the Company 


The following have been promoted 


| by the John Hancock Mutual from agents 


| to assistant 


moted by the Western & Southern from | 


agents to assistant superintendents: W. 
Patterson, Cambridge, O.; J. Schmid, St. 
Louis North; F. Accettura, Chicago- 
Lakeview; C. Byers, Peoria; R. 
Peoria; G. Ososkis, Wyandotte, O.; G. 
Dietrich, Cincinnati East; L. Montroy, 


Davis, | 
| ron, 


Kalamazoo, Mich.; E. Ashley, Covington, | 


Ky.; J. Mattern, Middletown, O.; W. 
Dickerson, Cleveland - Edgewater; B. 
Marrs, Lexington, Ky.; N. Brown, Logan, 
Ohio; W. Ellis, Poniac, Mich.; J. Finne- 
gan, Detroit East; I. Holcomb, Saginaw; C. 
Johnson, Kalamazoo; M. Kamins, Cin- 
cinnati East; W. Stone, Chicago-Oak 
Park; and S. Valencius, Chicago-Ogden 
Park 
The field leaders in low arrears for 


superintendents in the 
tricts of their service: 

Thomas S. Osborne, Brighton, Mass.; | 
William H. Bennett, Buffalo No. 2; Law- 
rence Quick, Chicago No. 3; Michael G 
Wilson, Chicago No. 5; George F. Heff- 
Chicago No. 5; Emanuel W. Dom- 
brower, Chicago No. 6; Harry Fisher, 
Chicago No. 6; Clarence I. Sharnoff, | 
Cleveland No. 2; Harry H. Graham, 
Columbus; Max Fogel, Detroit No. 1; 
Harry Fishbine, Hoboken, N. J.; John J 
Deveney, Hyde Park; Lucien J. Heim, 
Indianapolis; Samuel Geller, Jamaica, 
L. IL: James H. Campbell, Kansas City; 
Louis Carlo, Los Angeles No. 2; Abraham 


dis- 


M. Rose, New Britain; Amos Therrien, | 
| North Adams, Mass.; John Hreha, IJr., | 
' Pittsburgh No. 2; Anthony Mollo, Provi- { 





(Conmotopics | 
(Topics of The Connecticut Mutual) 
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AVOIDING SUCCESS | 


is difficult for the insurance seller 
who possesses success qualities— 
and uses them. The “use” is what | 
counts, we have noticed during 
the past eighty years. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD | 


1846 Over 81 years in Business 











A Complete Agent’s Record of His Written 
Business in One Unit 


A Successful Business Deserves A Dependable Record! 


Get Your Work Organized — Know What You Are Doing 
By Using The Standardized ~ 


DALLWIG 


ASENT'S NAME 


For Years the Recognized Standard Record or Register 


pwrenes ——--—-=—-TEAR OFF THIS COUPON AND MAIL TODAY —=— — — —— — 


P. G. Dallwig, 105 W. Adams St., Chicago, 
2300 Bankers Building. 


RECORD. 


POLICY AND 
COMMISSION 





RECORD 


“It dignifies your business’’ | 








for the Life Underwriter! 


the Standardized DALLWIG 


send at once the whole 
Also send price list. 


lease story about 





















THE NATIONAL 








THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


LIFE, ACCIDENT, and HEALTH INSURANCE 


We stand first in amount of insurance in force and volume of assets 
of all the full level net premium reserve companies organized singe 
January 1, 1902. 

The COLUMBIAN NATIONAL is a good company to represent. 
A few agency opportunities are open. 


Communicate with the Agency Department 
77 Franklin Street, Boston, Mass. 








WANTED — Experienced 
Agency Director, age 35 to 40, for 
young southern company well 
financed. Adequate salary and 
opportunity for advancement. 
Reply with reference to P. O. Box 


1164, Montgomery, Alabama. 








GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St. Chicago 


WM. J. ALEXANDER 
Secretary 


POSE BARRY DIETZ 
President 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


Incorporated 1895 


T. F. BARRY, Founder 














ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 


ns ive up-to-date company with a program of 
cusnien enkqoowth. 
All Texas is our field. 








“The Fast Growing Company of the Southwest” 
San Antonio, Texas 


UNDERWRITER 


Manekofsky, Salem, 
Poole, San Francisco; 
South Bend, Ind.; 

Springfield, IIL; 

St. Louis No. 1; 


dence; Abram _ 5S. 
Mass.; Joseph H. 
Harry E. Josephson, 
Walter F. Moore, 
Thomas H. Morrissey, 
Carl W. Frederickson, St. Paul; Walter 
F. Buckley, Trenton, N. J.; Joseph W. 
McCaffrey, Troy, N. Y.; Alphonse Cham- 
pigny, Woonsocket. 

Agents promoted and transferred are: 
Allen J. Haley, from Trenton to Chester; 
Irving Selin, from Chicago No. 7 to Chi- 
cago No. 6; Frank J. Carry, from Troy 
to Evansville, Ind.; James P. Dowd, from 
Lawrence to Evansville, Ind.; William A. 
Blackburn, from Fort Wayne to Flint, 
Mich.; Willard C. Wiggins, from Spring- 


field, Ill, to Indianapolis; Oscar D. 
Lingle, from St. Louis No. 3 to Kansas 
City; Wm. F. O'Connor, from New 


Britain, Conn., to Meriden, Conn.; Thomas 
E. Djerf, from Quincy, Ill., to Sioux City, 
Ia.; Chas. W. Calhoun, from Salem, Mass., 
to Sioux City; Edward P. Kilker, from 
Holyoke, Mass., to Sioux City; Ovide J. 
Dube, from Fitchburg, Mass., to Sioux 
City. 

Assistants transferred are: 

Ralph L. Bostwick, from Roxbury, 
Conn., to Los Angeles No 2; Michael J. 
Wiacek, from Paterson, N. J., to Passaic, 
N. J.; Samuel Goetz, from Paterson to 
Passaic. 

Other changes are: 

Stowell G. Newell, agent 
at-large at Malden, Conn. 


to assistant- 


Stowell G. Newell, assistant-at-large 
to assistant superintendent at Malden, 
Conn. 


Robert J. Lodge, assistant at Philadel- 
phia No. 5 to agency supervisor at 
Camden, N. J. 

Owen J. Tuohey, assistant at Paterson 
to superintendent at Paterson, N. J. 

Charles E. Tobin, assistant at Salem to 
superintendent at Sioux City, Ia. 

Henry W. Griffin, assistant at Malden 
to superintendent at Taunton, N. Y. 

Robert Spencer, superintendent at 
Bridgeport, Conn., to deputy superin- 
tendent at Bridgeport. 


George W. Kirk, superintendent at 
Taunton to deputy superintendent at 
Taunton. 

John H. O'Reilly, agency supervisor at 
New York No. 1 to superintendent at 
Passaic, N. J. 

James F. Mahoney, superintendent at 
Paterson, N. J., to superintendent at 
Bridgeport, Conn. 


Thomas F. Early, Jr., clerk at Philadel- 
phia No. 3 to cashier at Springfield, Ill. 

Joseph F. Wall, training cashier at 
Cincinnati No. 2 to cashier at Evans- 
ville, Ind. 

Stephen H. Kahmann, training cashier 
to cashier at Kansas City. 

Frank E. Behr, assistant cashier at 
Chicago No. 4 to cashier at Chicago. 

Irving A. Greenwald, assistant cashier 
to cashier at Yonkers, N. Y. 

George L. Goodness, cashier at Wood- 
haven to cashier at Brooklyn No. 4. 

James F. Cronin, cashier at Spring- 
field, Ill., to cashier at Mt. Vernon, IIl. 

Leo. F. J. Dieda, cashier at Yonkers 
to cashier at Woodhaven. 





NEWS FROM THE PRUDENTIAL 





Transfers and Promotions of Leaders in 
Various Districts Are 
Announced 





Division E of the Prudential has a 
number of new assistant superintendents 
whose appointments were effective re- 
cently. They are George C. Hoover, 
Altoona No. 1; Louis A. Lautenslager, 
Beaver Falls; Clarence C. Schell, New 
Castle: Raymond W. Dershimer, Beaver 
Falls and Joseph F. Uhren, Altoona 
No. 2-Tyrone. 

Daniel Eades of the Indianapolis No. 2 
district accomplished outstanding results 
in the production of industrial and ordi- 
nary, as well as intermediate monthly 
premium business following his appoint- 
ment as an agent Jan. 2, 1928. He is 
now promoted to assistant superintend- 
ent in the same district. ‘ 

Melville R. Fair has been promoted to 
assistant superintendent at the Toronto 
No. 5 district. 

Norwich, Conn., is leading its division 
in ordinary net increase on a proportion- 
ate basis, followed by St. Johnsbury, Vt., 
and Bridgeport, Conn., in the order 
named. Bridgeport occupies first posi- 
tion in industrial increase, proportion- 
ally, while Norwich ranks second, fol- 
lowed by the New Britain district. In 
collections Norwich is the king pin dis- 
trict, with St. Johnsbury and Bridgeport 
finishing second and third. 

Holyoke is credited with first place in 
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lowest arrears and highest advance py 
ments, being followed by St. Johnsby; 
ranking second place in both columns 
Agent Harry A. Gathmann of the y 
waukee No. 2 district is appointed an as 
Sistant superintendent in the same qj, 
trict. Agent Matthew P. Gauer of 4 
Waterloo district is promoted to assis». 
ant superintendent at the Dubuque 
sistancy. Agent Edward F. Klopp » | 
the m. Paul No. 1 district, is promot, 
oO assistant supe . 
y- Bane perintendent of the sap, 







CONSERVATIVE LIFE 
Leaders for the Year in Various De 
partments of the Company’s 

Work Are Given 


NEW; 


Ppt 





The Conservative Life of South Bey 
Ind., announces leaders for the year. 

Joint results, Superintendent , 
Rembiesa, Indiana Harbor; Agent Lo 
Balogh, South Bend No. 1; net stead 
ordinary, Superintendent Geo. W ae 
wick, South Bend No.  F Agent Josey 
Martin, South Bend No. 2; ordinary in 
crease, Superintendent Frank Rembies, 
Indiana Harbor, Agent Joseph Marti 
South Bend No. 2; monthly premium i 
crease, Superintendent Harry L. York 
Wyandotte, Agent J. K. Allen, Wyaz, 


Fran; 





ae Ma deliv 


dotte; collection percent, Superintendey 
Harry kL. York, Wyandotte, po 
Walter Wanzak, Detroit; arrears per. 
cent, Superintendent C. O. Lenfest 
Anderson, Agents Louis Balogh, South q 
Bend No. 1, J. L. Lewis, Fort Wayn) | 


Alex Czajkowski, Indiana Harbor tied 
advance payments, H. O. Johnson, hom pe | 
office, Agent Alex Czajkowski, Indian } 
Harbor; percentage of lapse, Superip. 
tendent Martinus Vink, South Bend No.! 





President J. M. Stephenson, who ha 
been traveling in Europe, returned 
New York, Nov. 9. He and Mr 


Stephenson, who accompanied him on }h 
trip, took in the Army-Notre Dame fon. 
ball game November 10, returning to th 
home office Nov. 12. : 

The Kokomo district of the Conserva. 
tive Life, under the leadership of A. ¥ 
Shanks, superintendent, is putting ups 
good record this year. On an industrial 
debit of $1,500 his gross arrears amount: 
to 3 percent. During no time during th 
year have the arrears been above 8, ani 
that for only one month, January. 

The Conservative Life announces th 
consolidation of the Terre Haute Nos 
1 and 2 districts, the one district to b 
known as “Terra Haute At the 
time it announces f¢the promotion * 
Agent E. S. Furches of the Lansing 
Mich., district to the superintendency x 
Terre Haute. 

The company announces the promo- 
tion of C. O. Lenfesty, agent at Ander 
son, Ind., to the superintendency of that 
district. 


WEN sk ie NY 





Same 





» 
i 
; 
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Metropolitan’s New York Changes ; 


Important field changes in westerm 
New York are announced by the Metro 
politan Life. Walter E. Ashcraft, wh 
has been assistant manager of the Olean 
office for the past four years, becomes 
general assistant manager for western 
New York, his territory including sit 


counties. He will have his headquarter 
at Olean. Frank J. Caple is transferred 
from the Middletown, N. Y., office to be 


assistant manager of the Olean branch 
while Daniel Hughes, Olean cashier, re 
ports for duty at the home office in Ne¥ 
York City and is succeeded by Mr 
Genevieve Strong. 





Transfer I. E. Stone 


I. E. Stone of Pittsburg, Kan., is 
be transferred to Fort Smith, Ark., 
be assistant to J. Hendry, district mana- 
ger for the Metropolitan Life. He will 
succeed R. V. Dunscomb, who was trans- 
ferred to Springfield, Mo., recently. 

Mr. Stone has been with the Metropoll- 
tan since 1914. He has had headquarters 
in Coffeyville, Kan., recently, working the 
Pittsburg district. 








John Hancock in Des Moines 
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As a part of its expansion progra™ | 7 


the John Hancock has opened larét | 
offices in Sioux City, Ia., and has sen 
five men from Massachusetts to initiatt 
the work. They will surround them- 
selves by at least 20 workers before 
their organization is complete. Charles 
E. Tobin of Salem is superintendent. He 
has four assistant superintendents from 
his home state, Charles Calhoun, Edward 
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Kilker, Orvid Dube and Thomas Djerb 
of Quincy. The Sioux City branch will 
devote itself entirely to city business, 
adding to the ordinary lines the indus- 
trial plan, which has never been oper- 
ated here by this company. 





Wilkes Will Be in Cincinnati 


BE. H. Wilkes, who was recently elected 
vice-president of the Metropolitan Life, 
in charge of Division No. 2, will address 
a meeting of the Metropolitan Life 
agents in the Cincinnati district, Dec. 14. 
Mr. Wilkes succeeded F. F. Taylor. He 
was formerly in charge of the Pacific 
Coast territory of the Metropolitan Life. 





Ohio Managers Named 


The Metropolitan Life announces the 
appointment of R. LeCount as manager 
at Dayton, O., being transferred from 
Middletown. G. L. Shram is made mana- 
ger at Middletown, going from Dayton. 


Elect Oklahoma Officers 


Robert L. Forgan, Oklahoma City, 
state manager of the Woodmen of the 
World, was elected president of the Ok- 
lahoma Fraternal Congress at its an- 
nual convention. O. B. Lemmon, state 
manager of the Praetorians, was elected 
vice-president, and Mrs. Emma Richard- 
son, district manager Brotherhood of 
American Yeomen, secretary-treasurer, 
Mrs. Florence Harris was made chair- 
man of the executive committee, and 
Mrs. George L. Bowman of Kingfisher, 
chairman of the legislative committee. 
Among the speakers was Commissioner 
Jesse G. Read. 











NEWS OF LOCAL ASSOCIATIONS 














TEXAS CONGRESS A SUCCESS 


Harry D. St. John Elected President of 
State Association—Weems Be- 
comes Vice-President 





The sales congress and semi-annual 
convention of the Texas Association of 
Life Underwriters, held at Austin, was 
marked by a well balanced program. 

The outstanding features were the ad- 
dresses of Prof. C. P. Brewer of the 
University of Texas on “Salesmanship”; 
Insurance Commissioner Cousins on 
“The Life Insurance Business in 
Texas”; “Actual Instances of Trust 
Company Cooperation with Life Insur- 
ance Men” by Browne Baker, trust 
officer of the Guardian Trust Company 
of Houston, and Josh Lee’s “Pot of 
Gold” speech at the banquet. 

Hewitt Reports Activities 


President H. G. Hewitt, manager of 
the life department of Cravens, Dargan 
& Co., gave a report of the year's activi- 
ties of the state association. _ 

At the banquet resolutions were 
adopted honoring Orville Thorp and 
W. C. Smedes, and endorsing strongly 
the idea of Texas Insurance Day ad- 








vanced by Harry D. St. John and again 
commending the plan for establishment 
of an insurance chair in the state uni- 
versity and other colleges. 

Officers for the ensuing year are: 
President, Harry D. St. John, vice-presi- 
dent and agency manager of the Alamo 
Life, San Antonio; vice-president, Sam 
R. Weems, general agent of the Minne- 
sota Mutual at Dallas; secretary-treas- 
urer, R. F. Palmer, Alamo Life, San 
Antonio. Fort Worth was selected as 
the next meeting place. 

Tells of Managers’ School 

President-Elect St. John, speaking on 
“Texas Insurance Day,” fully outlined 
the plans used in other states. Presi- 
dent Hewitt appointed a committee, con- 
sisting of O. D. Douglas, Ira Cain and 
Joe Smith to present a resolution at the 
afternoon session regarding the inau- 
guration of “Insurance Day” in Texas. 

Joe Smith, general agent of the Aetna 
Life, Houston, told of the successful 
managers’ school held in Houston re- 
cently by the Life Insurance Sales Re- 
search Bureau, and announced that it 
was expected to hold another school in 
San Antonio early in 1929. 

In an address Commissioner R. B. 
Cousins, Jr., gave some new figures on 








23 
the life insurance situation in Texas. 
“There is now in force in Texas 2,000,- 


000,000,” he said, “which is a gain of 10 
percent during the year 1927.” Of the 
64 legal reserve companies with over 
$100,000,000 of business in the United 
States, 32 are now doing business in 
Texas. 

Issues Many Licenses 


The Texas insurance department is- 
sues annually approximately 15,000 li- 
censes for the sale of life insurance. 
This does not mean there is that num- 
ber of persons representing companies, 
as there is considerable duplication of 


| licenses due to those who change their 
| connections during the year. 


Sam R. Weems of Dallas, general 
agent of the Minnesota Mutual, talked 
on “Conservation.” O. D. Douglas, 
general agent for the Lincoln National 
Life at San Antonio, spoke on “Life In- 
surance as a Life Work.” 

Guy MacLaughlin, general agent for 
the Franklin Life at Houston, repre- 
sented the National association in the 
absence of Major Roger B. Hull. Mr. 
MacLaughlin is a vice-president of the 
American College of Life Underwriters, 


and covered in his usual effective way 
the high points of the program plans of 
the National association for the coming 
year. 


* * * 
Columbus, 0.—C. Vivian Anderson of 


Cincinnati, who represents the Provident 


Mutual Life, was the speaker at this 











We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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A STRONG, PROGRESSIVE COMPANY 
offering liberal contracts to producers 

in Nebraska, Colorado, South Dakota, 
Iowa, Missouri, Kansas and Texas. 


NORTHWESTERN 


LIFE INSURANCE 
COMPANY 


G. STORZ, President 


OMAHA, NEBRASKA 








LIMITS INCREASED 





In keeping with its plan of expansion, the 
Manhattan Life announces the following im- 
portant changes in underwriting practices: 


1. Limit on one life, $100,000 
2. Disability Benefits on $25,000 
3. $50,000 on one examination 


Address 





INSURANCE CO. 


Madison Avenue at 60th Street 
New York City 


Organized 1850 
Thomas E. Lovejoy, President 
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SERVICE LIFE INSURANCE COMPANY 


HOME OFFICE: LINCOLN, NEBRASKA 
OFFERS VERY LIBERAL CONTRACTS TO AGENTS 


ADDRESS 
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week’s meeting of the Columbus asso- 
ciation. His topic was “Increasing Pro- 
duction.” It is said that Mr. Anderson 
has written more than $200,000 of life 
insurance within the last 60 days. He 
is a former president of the Cincinnati 
association, 
*x* * * 

Bloomington, I1l.—E. C. Budlong, vice- 
president and superintendent of agents 
of the Federal Life of Chicago, addressed 
the December meeting of the Blooming- 
ton association. He complimented C. O. 
Hamilton, president of the local associa- 
tion, and the other offices, on the volume 
of business produced by the Blooming- 
ton agencies, . 

Cc. H. DeLong of Champaign, president 
of the Illinois state association, was also 
present and outlined some of the aims 
of the state organization in widening its 
service to life insurance men and in the 








interests of policyholders throughout 
Illinois. 

The other officers of the state associa- 
tion present were: Vice-President Ralph 
C. Lowes of Peoria, state agent for the 
Lincoln National; Vice-President Herbert 
Hendricks of Decatur, agency manager 
for the Equitable Life of Iowa; and Sec- 
retary Clinton F. Criswell, managing di- 
rector of the Chicago assoclation. 

* * * 

Southwest Texas—The regular monthly 
luncheon of the southwest Texas asso- 
ciation was held at San Antonio with 
H. V. Weise, president, in charge. A 
report of the state meeting at Austin 
was made by several who had attended. 
Judge Sam Low, Jr., in a talk on part- 
nership and corporation insurance, 
stressed the need of this form of insur- 
ance, stating the largest asset of any 
corporation is the individuality of the offi- 





Pennsylvania 


sold. 


Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced 
January 1, 1927 the average premium 
per policy has been increased owing to 
a larger average policy. 


The new dividend scale, in effect 
January 1, 1928, shows on the average 
a greatly reduced cost to the policy- 
holder, which should enable the Provi- 
dent agent still further to increase his 
production and the size of the policy 


Founded 1865 











1871 


JOHN G. WALKER 
Chairman of the Board 








The Life Insurance Company of Virginia 
57 Years of Existence 


Richmond, Virgimia 


1928 


BRADFORD H. WALKER 
President 
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stated that it is of material importance 
that a contract be properly drawn up 
in order fully to protect both the com- 
pany and the estate of the partners, and 
that each year a careful survey be made 
of the business, and any adjustments 
necessary be made in the insurance to 
keep the business fully protected at all 
times. 
ees 

New York City—At the November 

meeting of the New York City associa- 


tion President Gustav Wuerth announced 
that since the opening of the fall 
Season 175 new members have been 


added, this in addition to the 500 put on 
the roster during the summer campaign. 
These new members are all cash-in-ad- 
vance members, so that it is a substan- 
tial growth. Hugh D. Hart, agency vice- 
president of the Penn Mutual Life, and 
James Elton Bragg, Philadelphia gen- 
eral agent of the Union Central, were 
the speakers. During the opening re- 
marks, Mr. Wuerth paid tribute to the 
achivement of a long term production 
record by Miss Emma Ditzler of the 
Fraser agency of the Connecticut Mutual 
Life, who this week completed 200 weeks 
of consecutive production, with an aver- 
age of three policies a week or 600 dur- 
ing the four-year period. 

* * ** 

Cleveland—James Elton Bragg, mana- 
ger of the Union Central Life at Phila- 
delphia, will speak before the Cleveland 
association on “The Place of Life Insur- 
ance in the Economy of the American 
Home,” Friday evening. He was secre- 
tary of the National Association of Life 
Underwriters last year and is now chair- 
man of its program committee. 

*x* *x * 

Ottawa, Ont.—Members of the Ottawa 
association received valuable instruction 
regarding business insurance in a talk 
on that subject by J. B. Hall, president 
of the Life Underwriters Association of 
Canada. 

“We have reached a stage where we 
are no longer a group of salesmen sell- 
ing life insurance,” explained Mr. Hall. 
“We are now members of a profession 
whose duty it is to fulfill life insurance 
needs, We have no capital but our 
brains and our knowledge of our work, 
and the greater this knowledge is, the 
greater is the service we can be to our 
fellows and ourselves.” 

In speaking on the various forms of 
insurance which are being utilized by 
business organizations, Mr. Hall ex- 
plainéd the use and adaptions of cor- 
peration insurance, stock and partner- 
ship insurance. 

The chairman of the 
committee read the answers to a_ re- 
cent Canadian Life Underwriters ex- 
amination as a means of instruction to 
future candidates in the nature of such 
tests. 


entertainment 


x * * 

Omaha—The Omaha association held 
an “all-Omaha agency meeting” recently. 
The business session was in the nature 
of a regular old district school meeting, 
the discussions not to be treated humor- 
ously but seriously. Four “teachers” 
had charge of the class. There was also 
an old-fashioned test on which there 
was five prizes. 

The “breakfast” 
and seems to be meeting the 
of life underavriters, judging from 
number present. Over 150 attended. 

*x * Kk 

Duluth, Minn.—At the last meeting of 
the Duluth association, C. F. Liscomb 
was renominated for president, BE. M. 
Meinselman for vice-president and Mrs. 
Cc. F. Colman for secretary-treasurer. 
The only contest was for director for 
a three years’ term, Thomas W. Walker 


innovation 
approval 
the 


idea is an 


and F. C. Compton being nominated. 
That will be the only contest to be 
settled at the annual meeting of the 
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association on Dec. 3, elections amoun. 

ing to acclamations. An interesting djs. 

cussion was held on the subject of ayi. 

tion insurance, led by Elmer Fowler 
*x* * * 

Philadelphia.—The general agent, 
managers and superintendents confer. 
ence of the Philadelphia association wi! 
meet on Nov. 22. Friend L. Well 
Baltimore general agent of the Aetna 
Life, will speak on “Securing Agents” 

*x* * * 

Harvey Weeks, general agent of th 
Provident Mutual in Buffalo, gave }j 
well known address on “O-A-T-S” at ; 
recent meeting of the Philadelphia as. 
sociation. 

Sixteen new members were elected » 
the session, at which President Sigourne 
Mellor presided. 

* * * 

Oklahoma—The meeting of the Ok. 
homa association for November ha 
been postponed until Dec. 1. A specig 
program is being arranged for this 
meeting, which will be the last of th 
year. A speaker of national reputatio; 
has been promised by the program con. 
mittee, to give the key address. 

At a recent meeting of the executivy 
committee, it was decided that all ney 
members entering the association noy 
will be courtesy members until Jan 
when the fiscal year of the associatio 
begins. Dues paid now will includ 
membership throughout the entire year 
1929. 
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*x* * * 

Utah—“More is being accomplishe 
through insurance and trust companies] 
to build up the financial structure of th 
country than by any other institutions 
declared John A. Reynolds, vice-presi- 
dent of the Union Trust Company o! 
Detroit at a meeting this week of in- 
surance men and bankers held at Salt 
Lake City under the auspices of th 
Utah association and the Utah divisi 
of the American Bankers’ Association 
Mr. Reynolds declared that the old cus- 
tom of having life insurance paid 
lump sums is rapidly decreasing, 
he contended, rightly so. 

. @& © 
Ala.—Paul M. Ray, 
agency manager of 
Provident Life & Accident, was 
speaker at the last meeting of the 
Huntsville association. His subject was 
“The Psychology of the Sale.” Mr. Ray 
made a psychological analysis of the 
factors which motivate the buyer. He 
said that a careful survey of each case 
enables the underwriter to determine 
the mental attitude of a prospect and 
thus determine the mental channe 
through which he can best be ap 
proached. He clearly showed the neces- 
sity for the insurance agent's painting 
for his prospect pictures of service i 
action. 


and 
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*, * * 
Richmond, Va.—Submission of a re- 
port by J. E. Woodward, chairman © 


the research committee, featured the 


November luncheon meeting of the Rich- 
In the report were 


mond association. ; 
included data from the chancery cou 
showing the amount of taxes, inherit 


ance and others assessed against cer) 
tain estates which could have been take! 
care of with life insurance. He prom: 
ised to enlarge upon the subject at , 
subsequent meeting. He also announce 
that he would distribute among 
members copies of statements from 
Richmond bank presidents endorsing life 
insurance. 





Advertising Conference Secretary 


Charles E. Freeman, advertising mat 
ager of the America Fore companies ™ 
New York, who has been elected secre 
tary of the Insurance Advertising Con- 
ference, went to his organization in 192 
Three years later he succeeded Roost 
velt L. Clark as manager of advertisimé 
and publicity. Before his present co! 
nection he served two years in the navy 
during the World War. For three years 
he was connected with D. F. Keller & 
Co., printers of Chicago. Mr. Freema! 
will fill out the unexpired term_‘ 
George E. Crosby of the Aetna Fir 
who died recently. 

Harold E. Taylor, advertising ma 
ager of the American Fire of Newark. 
has been appointed chairman of the pub- 
licity committee of the conference. 


Arthur J. Saum, general agent for the 
Massachusetts Mutual Life at Evansville 
Ind., has been elected a director of the 
new Indiana Trust & Savings Bank 
that city. 
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[NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, ete. ing the “Unique Manual- 
Digest,” i annually in May at $4.00 and the 

“Little published annually in April at $2.00. 
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& Policies 
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New dividend schedules as follows 
have been announced by the Mutual 
Okh. Trust Life. At each age and for each 
r has policy the new dividends are larger than 
specia the cla. 
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Amicable Life 


Total and permanent disability here- 
after will be written on female lives 

















by the Amicable Life of Texas, the com- 
pany announces. Monthly income dis- 
ability will be issued to women on the 
following conditions: 

“First: Monthly income disability will 
be granted to self-supporting single 
women and widows engaged as stenog- 
raphers, secretaries, librarians, teachers, 
or such other desirable occupations, who 
leave home daily for fixed wages or sal- 
ary, and hold a position to which they 
devote their entire time. 

“Second: The premium rate on this 
disability feature for women will be one 
and one-half times that shown in our 
present rate book. The disability pre- 
mium can be determined by subtracting 
the premium rate without disability 
from the premium rate with income dis- 
ability, the difference being the premium 
rate at the age and kind of policy for 
disability feature. Multiplying this by 
one and one-half will give the disabil- 
ity rate for a woman. 

“Third: Waiver of premium disabil- 
ity only will be granted to all women 
under the same condition as men, the 
premium rate therefor being double the 
amount of the disability premium rate 
for such benefit as now shown in the 
rate book.” 


Mutual Life of N. Y. 


The Mutual Life of New York has 
issued a new form of annuity contract 
known as “an investment annuity.” It 
insures a steady income during the life 
of the annuitant with a refund of the 
entire principle at his death. Each unit 
is sold for a single premium of $1,050 
to male or females with no medical ex- 
amination. A guaranteed yearly annuity 
of $35 is paid on each unit on a monthly, 
quarterly, semi-annually or annually 
plan. Each annuity payment will be 
increased by extra interest as deter- 
mined by the company each year. Ac- 
cording to the 1928 scale the excess in- 
terest would amount to $12 per year 
for each unit payable annually. At the 
death of the annuitant the original pre- 
mium will be payable to the beneficiaries 
by an yof the companies regular modes 


of settlement. The contract may be 
surrendered at any time for the death 
refund value. At any time while the 


contract is in force the company will 
loan an amount which with interest will 





OUTLINE EXTENSIVE PROGRAM 


Illinois State Association Officers Meet 
in Bloomington to Discuss 
Procedure 


C. H. DeLong, president of the IIli- 
nois Association of Life Underwriters, 
called a special meeting of the associa- 
tion officers last Friday, following a 
special luncheon meeting of the Bloom- 
ington association. B. F. McClelland of 
Rockford, a member of the legislative 
committee, was also present. 

Plans were discussed for holding the 
next annual meeting of the state organ- 
ization, to be put on probably in May. 
As the attendance at the last meeting 
was nearly 500 it is difficult to find a 
suitable place in some cities wishing to 
entertain the organization. 

Details of the program will be an- 
nounced later, but it was decided to in- 
vite Paul Clark, president of the Na- 
tional association, to be the principal 
speaker in view of the fact that the 
Illinois association has the largest at- 
tendance at its annual meetings of any 
similar body. 

Legislative Committee Appointed 


A legislative committee was ap- 
pointed, consisting of the officers and 
L. P. Livengood of Danville, and B. F. 
McClelland of Rockford. A study will 
be made of any needed laws in the in- 
terest of policyholders. The committee 
will cooperate closely with the presi- 
dents of the Illinois companies as well 
as for the best interests of all life com. 
panies doing business in the state. 

A business practice committee was 
also appointed, consisting of A. E. Ener- 
son, Waukegan; H. B. Nelson, Freeport; 
Gay H. McGill, Galesburg, and William 
Goddard, Bloomington. This committee 
will consider any complaints involving 
bad ethics and unfair competition be- 
tween agents throughout the state. 

lans were made to hold several 
large district meetings in various cities 
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YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—Iowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual, 


Address D-33 
Care The National Underwriter 











— Prospects — 


A great problem of all agents is “prospects and where to 
find them.” 


The Direct Mail Advertising Service of The Ohio National 
Life Insurance Co, helps the agent solve this problem. 


Eight groups of letters are furnished agents covering the 
following insurance needs: Family Income, Old Age Income, 
Insurance for Employed Women, Juvenile Insurance, Educa- 
tion Insurance, Mortgage Insurance, General Coverage, Busi- 
ness Insurance, 


The service is free to Ohio National agents. 


oa record to date is six good prospects from each ten 
etters. 


For information, write: 


The Ohio National Life 
Insurance Company 


T. W. Appleby Cincinnati, Ohio E. E. Kirkpatrick 
President Sup’t of Agencies 





























GENERAL AGENTS 


[f You Are Looking For A PERMANENT Connection 
With A PROGRESSIVE Company 
Write The Home Office For Your Copy 
Of The March Issue Of The SHIELD 


This Publication Will Give You An Idea of The Com- 
pany’s Growth And Accomplishments 
Since Its Organization 


If This Appeals To You, Our General Agency Contract 
For Openings In Ohio, Indiana, Illinois, Kentucky, 
Pennsylvania, West Virginia, Tennessee, Louisiana and 
District of Columbia 


WILL SELL ITSELF 


THE FEDERAL UNION 
LIFE INSURANCE COMPANY 


4 East Ninth Street, Cincinnati 
FRANK M. PETERS, President and General Manager of Agencies 
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Years of Life Insur- 
ance Ideals and Service e 


An ideal became a © py wn, Sew ist, 1843, “THE MUTUAL LIFE 
» AB hl Tt Te The business of life insurance on the mutual 
plan started in aoe — 
Priority in its field is » ate & Ra b a0 
distinction” Ti THE MUTUAL 1 Tire IV began vith high ideals of bust of kd F eet, eh 
Mahly Renorsble is all ite 


etill prevail. It aims at 
In its relations ate and their representatives THE MUTUAL LIFE 
outstandin, 


an 1d 
Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President President and Manager of Agencies 
34 NASSAU STREET 





2nd Vice- 
NEW YORK, N. Y. 
































Dela., 
< ule, 8 we. Va. 


Our henete Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family's insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
oonty, premium plan. 

Participating and Non-Participating Policies. 
tes for Males and Females. 

Pencils Indemnity and Total and Permanent Disability features for 
Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


We have —_> in ae! i c ra. Ti, te. Kans., Md., Mich., 
o yo. 



































HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 
Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
* * * * * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 




















NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON MASS. 


Chartered 1835 Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 
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in order to strengthen the influence of 
the local associations. An effort will 
also be made to cooperate with inter- 
ested groups in several of the smaller 
cities not now represented by regularly 
organized local associations. 


McCORD HEADS THE AGENCY 





Becomes President of the C. M. Lowe, 
Inc., That Is General Agent of 
Southern States Life 





The Southern States Life has an- 
nounced that its general agency at 
Jacksonville, Fla., will be continued 


under the name of C. *M. Lowe, Inc., 
following the death of Mr. Lowe in 
October. L. P. McCord, vice-president 
of the incorporated agency, was in 
charge of the work during the many 
months that Mr. Lowe was confined 
to his home. He now becomes presi- 
dent. Mr. McCord was formerly vice- 
president of the People’s Bank of Jack- 
sonville. Mr. Lowe joined the Southern 
States Life Feb. 1, 1919, as general 
agent at Jacksonvile. He died in his 
60th year. 


INSURANCE INSTITUTE GROWS 





Secretary’s Report to Annual Conference 
Shows 25 Percent Gain in 
Attendance 





The annual conference of the Insur- 
ance Institute of America was held in 
New York City. A summary of the 
secretary’s report gives an idea of the 
past year’s history. 

The number of students who sat in all 
branches for examinations was 709. This 
is an increase of 25 percent over the 
past year, and 100 per cent over two 
years ago. The number of certificates 
granted for examinations passed, no 
certificate being granted unless the stu- 
dent has passed three examinations, was 
680. The institute now has 124 associate 
members, being those persons who have 
passed the required examinations and 
earned their final certificate. 


Alumni Association Organized 


An event of the past year was the 
organization of the Alumni Association 
which, among other things, offered a 
prize of $30 to be presented to the stu- 
dent who obtained the highest average 
among all students sitting for the exam- 
inations this year. 

More than 30 persons have registered 
themes on which they will write a thesis, 
thus entitling them to become fellows. 

The institute, through its bibliography, 
is a constant means of assistance to 
various bodies, and is applied to almost 
daily for information. In connection 
with the development of the use of this 
information the Insurance Federation 
has asked the secretary to become a 
member of its committee on education. 

The conference was distinguished by 
a hopeful note, based on positive ad- 
vancement in the past year and the 
outlook for the present year. 


Pan-American Life Convention 


The agency convention of the Pan- 
American Life will be conducted in New 
Orleans in January, instead of in Palm 
Beach, Fla., as had been planned orig- 
inally. About 150 delegates and their 
families are expected to attend. The 
exact date has not been set. 


Value Allowed as Exemption 


Under the Maryland law a bankrupt 
may secure his $100 property exemption 
out of the cash value of his life insur- 
ance policies, according to the decision 
of the United States district court in 
the matter of the estate of Harvey L. 
Cooper, bankrupt, No. 4873. 

Cooper went into bankruptcy and had 
three life insurance policies, one of them 
payable to his wife outright and the 
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other two with right reserved to change 


New 
‘stein, 


— 


the beneficiary. Under the bankrupt 
law the latter two became the proper 
of the trustee subject to the right 9 
the assured to retain them upon paying 
or securing the cash value to the trustee 
Apparently the bankrupt had no othe 
assets out of which to claim his $jy/7 
exemption and claimed it out of the cas} 7 
value. This claim was denied by th 
referee but allowed by the district cour, J 





Continental to Erect Building 


Title to the property at 3611-36); 
Olive street, St. Louis, has been trans. 
ferred by the Grand National Bank tp 
the Continental Life of St. Louis an & 
the 20-story office and banking building 
which will become the future home oj 
both institutions will be erected by th 
insurance company. 

It was originally planned that the 
building would be erected by the bank 
while the Continental was to lease hom 
office space in the upper floors. Hoy. 
ever, there was some objection to the | 
plan by the national bank authorities 
so it was decided to have the insurance 
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State Life resulted in a gain of 20 per- 
cent, according to Hillsman Taylor, 
president. New ordinary business writ- 
ten in October totaled $18,041,996, and 
6,398 policies were issued during the 
month, a gain of 1,171 over October, 
1927 





Joseph S. Fein 


The Jefferson Standard Life has en- 
tered New Jersey and opened a — 
agency in Newark, with Joseph S. Fein 
as general agent. Mr. Fein will have 
jurisdiction over the northern section of 
the state from this office. He has had 
long life insurance experience, being | 
with the Metropolitan, Prudential and | 
Travelers during the past 12 years. 





New Alabama Company 


Articles of incorporation for the Wes- 
leyan Corporation, a new life insurance 
company, have been filed at Huntsville, 
Ala. It will write life insurance on the 
old line basis. P. S. Dunnavant is presi- 
dent; W. P. Dilworth, vice-president; 
E. M. Lowman, secretary; H. Holm- 
berg, treasurer; J. E. Whitaker and 
George P. Cooper, directors. 


oe wale atelier Wine) Oe 


Commissioner Confirms Sale 


The sale of the Eureka Reserve Life 
of Muskogee, Okla., to the National Fi- 
delity Life of Kansas City, Mo., has 
been. approved by the Missouri com- 
missioner, which completes the sale. 
The transfer had previously been ap- 
proved by the Oklahoma commissioner. 


Examining Mississippi Valley Life 

A convention examination of the Mis- 
sissippi Valley Life of St. Louis, is now 
under way. The states participating are |7 
Texas, New Mexico, Illinois, Kansas |> 
and Missouri. W. W. Scott represents 
Mexico and Texas, W. Werken- 
Texas, and Max Beeler, Illinois 









and Missouri. 













company take over the project. Th Life Ur 
bank will use the first and second floor; of the C 
and part of the basement while the clared | 
Continental Life will use the next five either di 
floors. The remainder of the building) Biney di 
will be available for rental to office ten- methods 
ants. He de 
pee RSs Mall the 
Minnesota Mutual Reports Gain ® sought 1 
For the first 10 months this year th 9% — * 
Minnesota Mutual Life reports $3,00-— 3 ~** H 
000 more paid business than for the first himit at 
10 months last year. The company ex- F% cron : 
pects to complete the year with a gain | sd 
of $4,000,000 over 1927. g the 
; © they hac 
October showed slightly less exam- B theirs: 
ined business than a year ago but a #-R proac 
small gain in paid for business. The 79 <n 
leading producers will be guests at a style of 
mid-winter conference at Biloxi, Miss. By 
in January. talks th 
peice mc ninegisn ick ered in 
Missouri State Policyholders’ Month ee 
Policyholders’ Month for the Missouri | 7 oan 
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The close. And then he compared their | problems and they never talked his | other subject. - 
A style of salesmanship with his own. language. They invariably tied up life Mr. Motley, so he told his audience, The Bankers Reserve Life office in 
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tain its service on a plane which will | 
= ) assure the continued high esteem of 
- its agents and policyholders. This 
~ regard for reputation is a guarantee | | 
— . —— to all that Continental standards will | 
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> CONTINENTAL ASSURANCE COMPANY 
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" been thirty years in the making, but CHICAGO, ILLINOIS 
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e . The Affiliated Continental Companies write 
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ACTUARIES 











CALIFORNIA 





C OaTEs & HERFURTH 
CONSULTING ACTUARIES 
Barrett N. Coates 354 Pine St. 
Carl E. Herfurth San Francisco 


én 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
190 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 











H ENRY R. CORBETT 


Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 















































INDIANA 


HAM GHt, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 














ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 
J OHN E. HIGDON 


ARY 
317 Shukert B Bldg. Kansas City, Mo. 
1416 Chemical Bldg., St. Louis, Mo. 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 
a8 W. 44th St. New York City 








CODWARD, FONDIL- 
LER and RYAN 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonat: G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. J, MeCOMB 
UNSELOR AT LAW 
* CONSULTING ACTUARY 
Reserves , Surrender 
valune etc., Calcula ‘aluations 
Forms Pre- 


minat: 
and all Lif 
Insurance a 











BEHA CONNECTS WITH 
THE GERMANIC TRUST 


(CONTINUED FROM PAGE 3) 


operate in conjunction with the banking 
and fire insurance corporations. 

A lawyer by profession, Mr. Beha 
since his appointment as head of the 
New York department four and a half 
years ago, has been an outstanding fig- 
ure in insurance department circles of 
the country and has enjoyed a high 
reputation for executive ability. It will 
be recalled that he was offered and re- 





MR. AGENT 


Doyoucare forQUALITY? 
Age, Sound Experience, 
Low Cost, a Splendid Rec- 
ord for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 
Agency Department 


3640 Washington Ave. 
ST. LOUIS, MO. 

















“It’s a Good Policy” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insured) 
LOW COST PREFERRED RISK 
POLICY 
New Ownership, Beneficiary and 
Assignment Provisions 
clearly define contractual rights 
of all parties interested 
Completely Revised Plain English 
Policy Forms 
that will particularly appeal to the con- 
scientious life underwriter 
Write for Information 


Philadelphia Life Insurance Co. 


111 North Broad Street Philadelphia 











Department Man Wanted 


Wanted by a fast growing Middle 
West Life Insurance Company, a 
young man to take charge of Policy 
Loan, Cash Surrender and Claim 
Department. Salary to start on will 
not be large, but it is a splendid 
opening and the man who gets it 
must be big enough to eventually 
become Office Manager. Address 
H-10, care The National Underwriter. 

















A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
MANSFIELD, — 

ade profess 


Presents itself for a high 
and agency builder for the guiilen ot Man- 
ager. Write F.-Y in cttepest confidence to 








fused the general management of the 
National Bureau of Casualty & Surety 
Underwriters upon the retirement of 
Jesse S. Phillips from that post two 
years ago. Since that time he has had 
numerous other positions tendered him; 
none of which, however, proved suf- 
ficiently appealing until that submitted 
by the Germanic banking interests was 
received. Mr. Beha’s retirement from the 
department superintendency would be at 
the convenience of Governor Smith. He 
is first vice-president of the National 
Convention of Insurance Commissioners. 





SWINK IS PRESIDENT 
OF ATLANTIC LIFE 
(CONTINUED FROM PAGE 3) 


business in the state was around $750,- 
000 a year. In that year the Swink 
agency paid for more than $1,700,000, 
and led every company in the state, this 
lead being maintained in 1918. As head 
of the agency Mr. Swink directed a live- 
wire organization of more than 100 
agents. In March, 1927, Mr. Swink was 
elected a director of the company. 


BEHA CITES CASES OF 
VIOLATION OF LAW 


(CONTINUED FROM PAGE 3) 


vising old business, still permitting him 
to write new business. 

Payment of collection fees after the 
first 15 years and also after the transfer 
of the business upon commutation of 
these 15 years’ commission, is also cited. 
A. long list of 12 items about which a 
company was queried in an examination 
is given to illustrate some of the diffi- 
culties in controlling practices under the 
present law. Numerous cases were 
listed of complaints from one company 
of an offer to one of its agents by 
another company, not in conformity 
with the spirit, if not letter, of the pres- 
ent law. Many complaints from Chicago 
agents and general agents were listed, 
claiming an abuse of these provisions 
by New York companies. The excessive 
abuse of brokerage development in Chi- 
cago was credited to this very situation. 


Support Is Given by Some 


A Minneapolis general agent is quoted 
as endorsing Mr. Beha’s activities for 
the revision, because of similar abuses in 
that city. Likewise a long letter is 
quoted from a Jacksonville, Fla., general 
agent. The actuary of a New York 
company which pays first year commis- 
sions in excess of 55 percent is quoted 
as saying that such a revision as pro- 
posed would be an advantage to the 
company and not a serious disadvantage 
to the agents, as it would reduce high 
pressure salesmanship, which means 
high lapse rates. 

Mr. Beha sums up this letter with 
the statement that the agents are op- 
posed to bureaucratic control by the de- 
partment and yet, if the law is not 
amended, there is no alternative but to 
attempt to apply, the present law to 
cover situations for which it was not 
written. 


SPEAKING PROGRAM FOR 
NATIONAL ASSOCIATION 


———— 


President Paul F. Clark of the Na- 
tional Association of Life Underwriters, 
has announced a speaking program to 
be followed in 1928 and 1929, which em- 
braces the entire country. It will be 
conducted by seven regional vice-pres- 
idents. Following are the territories 
with the officer in charge: New York, 
New Jersey and Pennsylvania, J. S. 


Myrick, New York; Atlantic coast 
states, E. S. Brashears, Washington, 
D. C.; southern states, E. J. McCor- 


mack, Memphis; Ohio, Indiana and 
Michigan, E. W. Owen, Detroit; middle 
west and west, S. T. Whatley, Chicago, 
and C. C. Day, Oklahoma City; ific 
coast states, G. W. Ayars, Los Angeles. 
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The eighth section, New England, will 


He has already spoken before two , 


the Massachusetts associations, 4 
Western and Central Massachuser 
associations. 


The subjects to be considered in thi 
year’s program include changes in th 
policies of the National association, ; 
creased membership, institutional adve. 
tising, standards of the business ay 
closer relationship between the log 
associations and _ the 
ciation, 





JOHN HANCOCK TELLS 
OF ITS INVESTMEN?; 





The monthly report of the invey. 
ments made in 1928 by the John Hap. 
cock Mutual Life shows that it ha 
invested over $50,000,000 of new fung 
since Jan. 1. 

Nearly $35,000,000 of this is in mor. 
gage loans on farm and city property, 
The total amount accepted on farm 
since Jan. 1 is $14,062,287. The cit 
loans covering both dwelling houses ané 
apartment buildings totaled $20,855,532 

The balance was invested mainly ip 
public utility, railroad, state, count 
and city bonds. ; 

An interesting factor as to interes 
rates of mortgage loans is that the to. 
tal investments on 2,043 farms for th: 
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first 10 months of 1928 were placed to 
yield an interest return averaging 5.24 
percent, while the loans on city prop- 
erty housing 5,117 separate families were 
placed to yield an interest return o 
5.73 percent. 

October loans show a slight increas 
on the interest on farm loans and a 
slight decrease on city loans. 


REPORT ON INCOME TAXES 
OF INSURANCE COMPANIES 





WASHINGTON, D. C., Nov. 15- 
Income taxes aggregating $29,314,377 
were payable to the government for 
1927 by 1,729 corporations engaged in 
the insurance business, according to 
preliminary figures just made public by 
the bureau of internal revenue. 

Of the 1,729 insurance corporations 
reporting 959 taxable incomes, their 
gross income aggregating $2,070,080,76: 
and their net income $255,851,359, from 
which there was deducted $12,366,600 
as net loss for prior years, while 770 
corporations reporting gross income of 
$330,309,169 reported no net income 
having an aggregate deficit of $59,941, 
744, 

The fact that these 770 corporations 
reported no taxable income does not 
necessarily indicate that they made no 
profits in 1927, but merely that their 
allowable deductions served to wipe out 
any net income which they might have 
shown on their books. 

Statistics of 
compiled by the bureau of internal rev- 
enue show that returns were filed for 
that year by 524 life insurance corpora- 
tions, 418 of which were taxable. The 
gross income of these 418 companies 
was reported as $269,465,050, and their 
net income as $132,128,741, from which 
there was deducted $37, 321 as net loss 
for the prior year, income taxes paid 
being $15,988,502. The 106 corporations 
reporting no net income had a gross i1- 
come of $5,691,491 and a deficit of $1, 
111,637. 


Berlet Is Reelected 


PHILADELPHIA, Nov. 15.—E. J. 
Berlet, of the Guardian Life, was unani 
mously reelected director of activities of 
the Life Trust Round Table at the an- 
nual meeting held today. It had been 
expected that a trust company “— 
would be elected to succeed him, 

Mr. Berlet’s work for the round “table 
caused abandonment of the plan. Others 
selected were: Frank G. Sayre, vice- 
president, Pennsylvania Company, vice- 
director; Arthur Kitson, Jr., vice-presi- 
dent Franklin Trust, treasurer, an 
Joseph H. Reese, Equitable of Iowa, 
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